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Mr. Retailer, would 
it be worth 
anything to you 


To have your reports hours earlier: 

To get your Trial Balances in a few hours 
instead of a few days: 

To have your sales audited in a few hours; 
To know that all this work was correct: 
To save perhaps 14 of the present cost of 
your book-keeping ? 

Let us send you a copy cf our new 78-page-and-cover 
book, ““The Burroughs System for Retailers,” written by 
some of the foremost retail accountants and auditors, and 


describing new methods in retail accounting, illustrated 
with 27 forms in actual use. 


Free for a request on the Coupon. 

7 . O. APP. 

Burroughs Adding Machine Co., Pek, oe 
Detroit, Michigan, U. S. A. Please send 


me a copy of your 
book “The Burroug! 


System for Retailers” 


Name 


Address 


To BURROUGHS ADDING MACHINE C<¢ 
Detroit, Michigan, U.S. A. 
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Pres. & Treas. WE 





WE 
solicit cor- 
respondence 
with dealers 
desiring a 
line of first 
class writing 





CABLE ADDRESS 


machines, \ SALETYPE 
both new to THE 
and TRADE ONLY. 


second hand 


do business 
| throughout 
| the world. 
| Our custom- 
| ers are satis- 
| fied buyers. 
309 BROADWAY, Prices quoted 


J? Ci r 
Mt. ee Write us. 











oe | | 





vt, COPY HOLDER 


\ ADAPTED to ANY TYPE WRITER 
EASY to ADJUST 
PRICE $2.00 


Quotations to Dealers on Application 


MULTI ANGLE qo 


More CONVENIENT and BETTER than others 





USERS are our BEST 
ADVERTISERS 


MANUFACTURED SOLELY BY 


F. S. WEBSTER CO., ciicico- iio 



































HOLE Ch, STEN |) | NINETY PER CENT OF WILLIAMS 
waco lll | SALES BRING DUPLICATE ORDERS 


Im de x ¢ ‘ab inets, Sup 


Filing Systems for Office Factory ond i. 
fessional Use Write for Catalogue and 


| Sample Set STANDARD INDEX CARD CO., , , F tins ‘ 
[' you are a progressive dealer and are finding competition too strong; if it is costing you too much to get 


| 





112-14 N. 7th St., prams” 
f the home office is not doing al! it might do to help you get your share of the business; if your 


business > I 


Bo @) () PY, Se 6} guarantees are giving you trouble; if you are handicapped by handling a blind machine; if you are hav- 
9) ! ing too large a percentage of con plaints if the company making your machine leaves you the whole burden 
of selling; if your sales are falling off; if any or all of these troubles are sapping the life out of your business— 
rt may not know just what the trouble is, but you know you are losing money, or at any rate not making 









































= enough —do as you would do, if not merely the life of your business was at stake, but the life of yourself was 
We make and recover diseased, seek advice. 
Typewriter Platens Williams’ Factory Output Increased Fifty Per Cent 
We can G thie Went better end Ot 6 tear cont during 1905, and progressive dealers reaped the benefit. The heavy increase in business has required the 
deale rs in second-hand machines enlargement and reorganization of our sales department, until the beginning of 1906 finds us with the most 
— . “As % 7 ye Ps chen vigorous sales department that is behind any standard machine. You know it is vigorous, aggressive, wide- 
Write Us Let Us Prove It , ' . 
AMES & FILSTEAD, 383 W. Monroe St., Chicago awake, on-the-spot methods that get business To be on the ground first, or at least to be in on every sale, 
is the tactics of your strongest competitor lo have the goods when you get there and to make good in your 
: demonstrations. To have every user going out of his way to help you place machines, and to do it disinter- 








estedly just because the machine has filled him with enthusiasm. A Williams dealer is such a favored 
mortal To have your efforts directed to the best advantage and in the most prohtable way is to be a Williams 


%? oS;re % y representative. There is enthusiasm, good red blood back of the whole business. The Williams has a record 
ae cxton OF that is worth everything to the dealer 
Envelope Sealing Ma Machines Buy Direct From the Factory 


CAPACITY 3000 6 "900° PER HOUR instead of through some State Agent We have choice territory open, which we have taken from dealers 
whose territory was too large for them to do it justice —their local business increasing to such an extent as to 
demand their whole attention—and in such territory we can make a proposition that will interest the man or 
firm looking for a live, growing, progressive business. 

Applicants must show ample ability to handle the business. If you cannot demonstrate this, don’t waste 


your time and ours by applying 


1906 MODELS NOW READY 


The Williams Typewriter Co. 


GENERAL OFFICES AND FACTORY ) :: 33 DERBY, CONN., U. S. A. 








THOUSANDS IN USE—PRICES *15 *35*50 
Acorn Brass Mfg. fcompsny 
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INTRODUCING 


LARRABEE’S "csieiace’ REVERSER 


PATENTED 


ST EASILY AND 
SUCCESSFUL «= PS 7 ——(UICKLY 
ATTACHMENT «= rion ATTACHED 
OFS KIND OR 
EVER MADE = DETACHED 


SOUND COMMON SENSE 


dictates that the Reverser should be used by all pro- 
gressive stenographers. This device spaces and re- 
turns the carriage by an easy, natural motion of the 
foot; allows the free and continuous use of the fin- 
gers on the keys; increases speed, decreases labor, 
saves trouble; just what the rapid operator has longed 
for and never been able to secure. Our illustrated 
booklet, gladly mailed you, shows the manner of at- 
taching the Reverser to the following machines: 
Remington, Smith Premier, Underwood, Fox, Oliver, 
Densmore, Fay-Sholes, Stearns and L. C. Smith. 


Agents! _!t is to your interest to investigate this 
of NOW—RIGHT NOW! There never has been 


a typewriter attachment introduced that appeals so 
strongly to a stenographer with SOUND COMMON SENSE. 
We prefer as our agents responsible people who are 
now in the typewriter business—those who thorough- 
ly understand typewriters and can demonstrate and 
push the sale of the Reverser. 


Remember, the field is clear — NO COMPETITION — ABSOLUTELY NONE. 


J. E. LARRABEE & CO., 


Court Reporters, 
KANSAS CITY, KANSAS. 























We Couldn't 
Afford 


to spend our money here 
and in many other trade 
periodicals, just to invite 
you to send for samples and 
terms, if we didn’t know 
we had the goods you want 
at better prices than you 
are now paying. If we 
were advertising a box of 
carbon paper for one dollar, 
claiming it was worth four 
dollars, we could send you 
a box costing thirty cents; 
and if our ads were 
‘‘catchy’’ enough to secure 
a good many ‘‘dollars,’’ we 
could pocket our seventy 
cents per box profit and 
then strike a new field. 
We are not asking you to 
invest a dollar in a trial 
box of carbon paper: we 
are asking you 


Tolnvest TwoGents 


in a postage stamp. It 
costs us money to send out 
samples. Could we afford 
to send them gratis to all 
interested persons if our 
goods would not stand the 
test? We have already 
told you of some of our 
money saving methods, 
and we will tell you of 
others in due time; but 
don’t wait for us to tell you 
all ourstory. Writeto-day 
for samples and prices. Our 
goods are their own best 
salesmen; they talk for 
themselves and talk con 
vincingly, and remember 
you are not advertising our 
brands for us when you 
push our goods. They are 
put up under 


Your Own Name and Trade-Mark 


and with every sale you 
advertise only yourself. 


The Bartelmez Co. 


Main Office and Factory 
Franklin, Pennsylvania 
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‘4 Voiced by universal adoption WW, 
‘J and strengthened by the highest @% 
4 awards of the world’s greatest 

“4 expositions, has stamped the 


|UNDERWOOD 
| TYPEWRITER 


The highest standard of Typewriter perfection. 
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Receibed the only Gold Medals awarded to Typewriter 
oe at the Lewis © Clark Exposition, 
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TEAR 


of our exhibit. Any like claims of 
competitors are flagrant misrepre- 
sentations. 


UNDERWOOD TYPEWRITER CO. 


241 BROADWAY, NEW YORK 


»\ En 
+o “= 


Branches in all principal cities 
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The NEW VISIBLE 





» 








At Last 
A Perfect Visible 





Typewriter— fe 


The one Typewriter that correctly solves the objec- 
tions that have always heretofore been made against | 


“Front Strike” Machines. 





Visible writing has always been considered as desirable by practically all typewriter manufacturers, 
but the difficulties to be overcome in construction in order to secure durability have discouraged the very 
large adoption of these machines. The invention of the method of assembling the type bars as it is done in 
the Fox Visible has, however, made possible the use of a wide pivotal bearing in the type hanger, thus insur- 
ing the most perfect alignment at all times and a durability that is equal to that claimed for any ‘basket type’’ 
machine. In building this new model, we have all the advantage of the knowledge that we have gained in 
building and placing the regular Fox models on the market and we are able to avoid all those experiments 





found in new machines, which are so expensive to the purchaser. 


Read This Description 


Key Tension—z} ounces, which means that from 50 to 100 per cent. less energy 
is required to print a letter than on any other visible typewriter. 
Aluminum Key Levers-—the only machine using them. They cost more than ' 
| steel or wood, but are worth more. 
Ball Bearing Carriage—with atension of only 1 pound. Test the amount of resist- 
ance there is to overcome in ‘“‘returning’’ other carriages and note the difference. 
Two Color Ribbon—either color written by simply touching a button on the 
key board. Ribbon both oscillates and reverses automatically. 
Interchangeable Carriage— carriage so made that different lengths are 


interchangeable on any models. 
Tabulator—the Fox to-stop decimal tabulator can be attached when ordered; 
- the only decimal tabulator on a visible typewriter. 
: Line LocK—Keys lock firmly at end of line. 
' Unprejudiced experts have without hesitation pronounced this machine a marvel. 
| Ready for delivery now and placed on trial with responsible parties. Descriptive 














literature sent on request. 


Do you want a profitable agency? 


We have some desirable territory open. 
The regular models of the Fox are still the most perfect machines of 


their Kind and their manufacture will be continued as before 


Fox Typewriter Company 


Executive Office and Factory 


860-900 Front Street $3 Grand Rapids, Michigan 
Branch Offices and Dealers in Principal Cities 

















th the KEY on the Cover 
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FLO. MITTAG 


OF THE FIRM OF 
MITTAG & VOLGER 


PARK RIDGE, N. J 
“OFFICE APPLIANCES” 
Chicago, Ils. 
See Page 30, February, 1906 i 








Many a man has succeeded because he dared to 
step out of a rut, and to take the initiative. 

You clerk, book-keeper, stenographer, 
boy, salesman, or plain, ordinary reader whose 
eye strikes this topic! Stop! Think of it! Do 
you lack success simply because you won’t step 
out of a rut? The National Cash Register Com 
pany has adopted a maxim about the rut. It 
reads, ‘‘The difference between u rut and the 
grave is the length and depth.’’ You sigher for 
fame, wealth, happiness! Did you know that 
you can make your own future what you wish? 

Let me ask you a question, you man behind 
the bars—of a bank—why are you earning $12 
a week when you might be earning $1,200 with 
less effort? The answer is, Lack of initiative! 
Lincoln is said to have laughingly replied to the 
woman who twitted him about his aspiration to 
be President of the United States, ‘‘I’ll study 
and get ready to be the President. May be when 
I’m ready the country will be ready for me.’’ 

And it was. 

Someone has said, that the surest indication of 
genius is to prepare conscientiously for probable 
demands. 

Think of this, you $12 a week man! Are you 
training now conscientiously for possible future 
demands? Or are you crazy for noon hour time 
to come around, so you can smoke a cigarette, 
and discuss politics or last night’s ‘‘ good time?’’ 


stock 


Be Always a Listener. 


When a salesman of system approaches you, do 
you turn him down—you man behind the rail- 
ing? Or are you quick to learn all he can 
teach you about the latest methods of your quick- 
witted competitors? The late multi-millionaire, 
Barney Barnato, is said to have gotten his com 
petitor’s customers by buying his mule. The 
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THE INITIATIVE 


BY CARL H. PIERCE. 


diamond king followed the mule. It was worth 
millions to him. 

You pompous head of Blankety, Blank & Co., 
of Worth Street—you who shake your head at the 
billing machine man, the adding machine sales- 
man, the sight-writing typewriter man, the loose- 
leaf ledger enthusiast, the business systematizer! 
Do you know that men’s interests are 
yours? 

When a doctor of business system offers you a 
pill that disagrees with the business doctrine of 
your great grandfather, will you refuse the pill? 
Better the blow to pride, my friend, than a blow- 
out at the pocketbook. It is better to blow the 
fuse of system than to ruin the motors that run 
your business. 

Not long since a prominent house had an elder- 
ly gentleman When approached by 
a writing machine salesman, this cashier replied, 
‘*Why, I’d rather do my writing with a quill 
pen the way I did it in England, when a boy, 
than touch a typewriter even. And as for add- 
ing machines! Why, I can add ten times as fast. 
It makes young men inaccurate on their addi- 
tions. It spoils their minds. It is no good. 
Take it out of here!’’ 


these 


as cashier. 


That man, dear reader, lasted two months in 
his job. Does the coat fit you? 
Grow as the World Grows. 
It is a byeword in the National Cash Reg- 


ister organization that the man that ‘‘ bucks’’ 
the register is bound, soon or late, to be sup- 
planted by a user. Why is this? Because the 
Cash Register, like every other successful me- 
chanically accurate time-saver on the market, is 
an actual money-saver. The man with any kind 
of a store and no cash register is really placing 
a premium on dishonesty and carelessness. The 
man with no adding machine is subjecting him- 
self to the probability of mistakes and the cer- 


semaine os pn cena ees ” eet ee eee 


tainty of wasted time over all additions. A 
Fifth avenue decorator, employing one book- 
keeper, had a mistake recently of $10,000 in an 
estimate. It cost him a pretty penny. Several 
times the price of an ad machine, Then he 
bought one. It’s not the cost of insurance you 
look at, Mr. Merchant. It’s the danger of loss. 
An adding machine insures against loss; a bill- 
ing machine insures against loss; a cash register 
insures against loss. 

Are you insured? 


Selling Qualities. 

Did you know that the manufacturing world 
was crying out for salesmen—suitable repre- 
sentatives on the road? It is! It needs you! 
What’s the first move? Yourself! Do each 
duty, where you find yourself, with more care. 
Do it perfectly—-do it so well that it will never 
have to be re-done. Do it, as John D. Rocke- 
feller bought logs at the age of 8, as well as any 


man. Aye! do it better than anyone else in the 
world. 
Next! Study. Study men, study your job— 


get ready for the presidency. Then, like Lin- 
coln, you may be sure the country will need F 
Any man can sell if he has health, ab > 
knowledge, activity and honesty. You are sure 
honest. Make yourself so in the veriest degree, 
if you are not. Ability comes with the per- 
severance, and activity. Knowledge comes with 
study. Health is the natural accompaniment of 
the man who loves his work and is successful. 
Therefore men, Awake! Who of us without a 
thrill can review the lives of Marshall Field, 
Armour, John H. Patterson, or the like without 
a thrill. Mr. Patterson, twenty years ago, was 
a little storekeeper in Coalton, Ohio. To-day he 
is worth many millions. : 

Would you duplicate this, you $12 a week man? 
Then up with you! Take the initiative! 


TWELVE LITTLE LAW LECTURES 


In the next twelve months we purpose to pre- 
sent to our readers and patrons a series of twelve 
short articles on legal points most likely to be 
useful. The first lecture is, as will be seen, on 
the general topic of Law as an OFFICE AP- 
PLIANCE. The succeeding lectures will in brief 
but clear fashion treat of Cheques, Promissory 
Notes (including Indorsers and Guarantors), 
Bills of Exchange, Assignment of Wages or Sal- 
ary (especially Unearned) and other topics to be 
selected. EDITOR. 


I. 
Law as an Office Appliance. 


Among OFFICE APPLIANCES, none is more 
useful, but none more dangerous, than a little 
law. 

In the first instance it is up to the 
partner or to the general manager, when legal 
questions arise, to determine one of two things: 

1. Does he himself know the law? 

2. Shall the concern hire a lawyer? 

The senior partner or general manager who 
thinks he knows all the law necessary to run 
an Office which does any considerable business 
is the lawyer’s best friend. He is, of course, 
properly eager to save the five or ten dollars 
will cost to go and ask a lawyer about the mat 
and he is also persuaded that after all the 


senior 


ter: 

law is common sense; he has common sense; 
therefore, he has the law cinched; and the law 
yers faded; so he plunges in and gets things 


tangled up to such an extent that instead of pa) 
ing the lawver five or ten dollars, he pays hin 
a hundred to get out of the tangle, and is lucky 
to get off for that. 


On the other hand, no concern can be running 


to an attorney with every little question that 
arises. The traffic will not bear the charges 
which would thereby be incurred. 

Can any general rules be laid down to g 


as to when he should go to a law 


the ‘‘ boss he 


yer and when he should stay away? There are 
two such rules. 

Here they are: 

First, don’t go to a lawyer because you are 
thinking about discharging a six-dollar-a-week 
employe whose wages are paid by the week. That 
don’t go to a lawyer when you can 
clearly see that the entire amount involved will 
not be at least four times the lawyer’s fee. 

And don’t go to him in cases where you have 
already had his advice in a precisely similar 
matter. Follow the advice already given you 
and don’t pay him for giving it again. 

If you have a cold and sore-throat and go to a 


is to say, 


doctor and he gives you a prescription and you 
take it and get well; then when you have an- 
other cold and sore-throat, all you have got to 


do is to take You don’t 


to consult 


the same prescription. 
again about it. 


have a docto! 
But don’t take the same prescription for an 
earache. 


When you are thinking about going to a law- 
make sure that you really need his services; 


yer, 
that you have had no other similar case; and 
that the amount involved either directly or in- 
directly is far in excess of his fee. 

Second, in matters of importance like Con- 


tracts, or arresting an employe for larceny or em- 
re, if you are wrong, he will get 
back at you for heavy and he will get 
back at you just the same if you are right, un- 
ju are right), or in unusual 
not had to pass on before, 
onsequences 
to a lawyer. 


bezzlement wl 


damages 


less you can prove yé 
h you have 
you can’t far re 
f your decision may lead 


Go to a reputable lawyer. 


cases whi 
tell how ching the ¢ 


then go 


Che first thing a reputable lawyer will tell you 
s whether you need him or not. : 

Don’t “to a disreputable lawyer. You can 
find out who they are, for the reputation of law- 


rs in and about their business and profession 


Ee ee 


is as well known to their brethren at the bar as 
is that of actors, clergymen or any other = 
fessional class whose regular duties bring them 
into contact with the public. There is no more 
excuse for your going to a shady or disreputable 
lawyer than there is for your visiting a house 
of ill-repute. You may say you thought it all 
right; but it is your business to find out. If, 
therefore, you go to a shyster who fleeces you, 
you have no one but yourself to thank. 

There is a third rule which as an OFFICE 
APPLIANCE we recommend above all others, It 
is this: If you go to a lawyer and get his advice 
in legal matters, either follow it absolutely or 
get another lawyer. In other words, do not take 
the responsibility of setting your own view of 
the law above that of the man who makes the 
law his business; without at least taking inde- 
pendent advice. 

(To be continued.) 





TYPEWRITERS CATCH COLD. 


The employer looked on with a puzzled ex- 
pression while the new stenographer carried 
the typewriter across the room and placed it 
on a chair in the immediate neighborhood of a 
steam radiator. 

‘*T’ll be ready in just a minute, Mr. L—,’’ 
she said. ‘‘The typewriter got cold while the 
heat was turned off and it sticks dreadfully.’’ 

‘‘Does the cold affect them?’’ he asked. 
‘*That’s something new.’’ 

‘*Yes, sir. I find that it does, very much. 
Some machines regularly take cold if left long 
in a cold room. It’s especially hard on old ma- 
chines that are pretty well worn, making them 
very unmanageable sometimes. I’ve known the 
cold to remain in an old one uptil it had been 
several hours in a warm room, when it gradually 
became better; but usually a machine yields to 
three or four minutes of warmth.’’ 
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THE EXPORT TRADE 


I suppose that there has been so rmouch said in 
reference to the value of the export trade that 
manufacturers are getting somewhat tired of 
this same song sung by the few people, who have 
examined, studied, and, let us say, know some- 
thing about this important field, which is, up 
to the present time, only barely touched. 

Mr. William Whittam, Jr., of Charlotte, N. C., 
chairman of the export committee of the Amer- 
iean Cotton Manufacturers’ Association, in 
speaking of the cotton trade, used these words: 

‘*Twelve months of very good trade is al- 
ways followed by a fever of mill building, and 
we find ourselves in despair until the growth of 
our population and increased demand incident 
hereto catches up to production. This sand- 
wiching of one fat year among a lot of lean 
ones can be permanently perfected in one way, 
and no other—by establishing a steady demand 
in foreign lands for part of our products. 
* * * Our piece goods trade with China 
stopped entirely during the Boxer trouble. The 
time of depression, however, would not have 
been so black had we scattered our foreign ship- 
ments over a wider area.’’ 

Is not this a text worthy to be written in let- 
ters of gold, and placed before the manufactur- 
ers of office equipments? Does it not apply to 
manufacturers of typewriters, adding machines, 
ecard indexes and the sundry interests pertaining 
to our special industry, as well as it applies to 
the products of cotton? A steady demand is 
what we need, and a steady demand can only be 
had by opening up the territories that are now 
dormant and unproductive. 


The Field in India. 


I remember distinctly, on my first visit to In 
dia, the incredulous smiles on the faces of some 
of my friends when I told them of my proposed 
visit. They told me that- of all places in the 
world India was one of the last to be invaded. 
There it was possible to hire clerks at a salary 
so small that men could afford to have a half 
dozen, or a dozen, for that matter, to do the 
work of what it would cost to produce clerical 
help even in Europe. That the East Indians 
were known throughout the world for the beauty 
of their handwriting, and the typewriter had 
very little chance for success. 

I have had the pleasure of seeing a call made 
for clerks in the government service at a time 
when 55 clerks were needed in the public works 
department of the government of India, military 
division, and students from the various colleges 
were asked to take examinations, and on that in- 
vitation from the government was written: 

‘Shorthand and typewriting are necessary 
qualifications in this service.’’ 

There, in a country where labor is so cheap, 
the typewriter has invaded, conquered and made 
== d. And not only the typewriter, but fol- 
lowing in the wake of the typewriter comes the 
demand for its allied interests—carbon paper, 
typewriter ribbons, stencil papers, duplicators, 
mimeographs, card indexes, filing cabinets, and 
all of this has been accomplished in a few years. 
The trade is growing; it never can become less, 
and its steady demand means what? Profit! 
Yes, profit in more senses than one—decreased 
cost in production, regularity of output, and 
steadiness of business. 

Intelligent effort on the part of the pioneers 


GETTING 


A great many dealers in office appliances of 
all sorts are in a rut. Though they are the old- 


est houses, in many instances, in their com- 
munity, younger blood creeps in and in a mar- 
velously short time builds up a business which 
begins to be more than a joke in the matter of 
competition. 

Unprogressiveness all along the line is usually 
the trouble. Methods which were good years ago 


By THOS. A. HURLEY, 
Business Engineer, 11 Vandewater street, New 
York City. 





(Mr. Hurley has traveled all over the world in the 
interests of American manufactured products pertain- 
ing to Office Appliances, and is considered one of the 
best informed men in the United States upon the 
subject of export business, and the development of 
export trade. His personal relations in the different 
countries places him in a position that is unique in 
the trade.—Editor.) 





has started this work. All manufacturers of of- 
fice appliances can now share in the results. I 
am taking India as an example; the same condi- 
tions can be applied to almost every part of the 
foreign field. 

Securing Foreign Trade. 

The question may be asked whether the Amer- 
ican manufacturers can afford to make the ex- 
penditure necessary to produce results by send- 
ing a personal representative to travel through 
the country, introducing and arranging for the 





LURLEY. 
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sale of the many different lines which are meet 
ing with success in the domestic field? 

A personal representative is an expensive at- 
tachment, but it is the most satisfactory and the 
most profitable; but there are other methods by 
which this trade can be fostered—by advertis- 
ing, by export representatives, by commission 
houses, all of which serve the purpose to a de- 
gree. Connections can be made with responsible 
houses who will undertake to push and sell 
American specialties if they are given prices and 
terms as an inducement. The attitude of the 
American manufacturer seems to be, ‘‘If I can- 
not sell my goods, and make a big profit, I do 
not care for the trade.’’ When he receives a 
letter from a section which he is not acquainted 


are still adhered to. Furthermore, lines of goods 
which were installed many moons ago are re 
placed in stock month after month, year after 
year, when newer, better and more improved 
lines should have replaced them long ago. 

Old style files, desks and a hundred and one 
things which may have seen better days, but 
which have been outclassed by modern devices in 
keeping with the demand for modern methods, 


with, he contents himself by sending a few cat- 
alogues (generally printed in English), quoting 
a price, f. o. b. Kew York, and is disappointed 
that he does not get any orders. Is this the 
manner in which he gets business in this coun- 
try? Give him an opening and see how he will 
take advantage of getting a new customer any- 
where in the United States, and if you stop to 
think of it a proportion of business coming from 
the foreign field is more desirable than domestic 
orders. Once a trade is established you have it. 
It remains with you. It is an asset. It is an 
insurance. Some of the typewriter and office 
appliance manufacturers in this country kept 
their business up on their foreign trade when 
they had Jost their hold on their home markets. 


Comparing Fields. 

It is estimated that there are 500,000 traveling 
men in the United States. I know of no class 
of men that can compete with them from a busi 
ness standpoint—they are good business men 
and a eredit to our country. Their efforts have 
produced great results. Many times they have 


to fight against the fiercest competition, and 
many are the legitimate expedients to which 
they resort to get business. Extra discounts, 


extra time, dating invoices ahead, taking long 
chances on credit. Concessions accepted by the 
management, and the salesman is patted on the 
back for his brilliancy in ‘‘getting in,’’ and 
holding the trade. But in the foreign field, 
what inducements does the manufacturer give? 
How he kicks when he is asked to supply cata 
logues printed in a foreign language, to pay for 
legitimate advertising, even to the men who, in 
many instances, have to buy their goods, and 
pay for them two and three months before they 
receive them. And then the filling of orders! 
Mr. Manufacturer, just speak up, and answer! 
If there is a domestic and a foreign order to be 
filled, which one has the preference? 

This treatment has had its influence and the 
results can be read in the statistics of exports. 
We occupy a very poor place in the Congress of 
Nations, although we are giants in enterprise, 
have capacity and ingenuity greater than any 
other nation. We are down at the foot of the 
class in the export trade. This can be remedied. 
The advice of the United States consular 
agents is reliable and their services are at the 
command of our manufacturing interests. They 
know what they are talking about, and they 
have no axes to grind when they are explaining 
the conditions in the several countries that they 
represent. . 

ss *® 

I propose to enumerate for the benefit of 
manufacturers in our particular line my per 
sonal experience in the foreign field, in the 
hope that our trade may be benefited and that 
I may in a small manner be of service to the 
further extension of ‘‘Oflice Labor-saving De- 
vices.’’ It is impossible for anyone to write 
specifically on the wide field which we cover. 
What would be right for one would not be for 


others. My views, therefore, must be accepted 
in a general sense and are not intended for 
all. I do not know it all. 


If what I say suits, let it be accepted, believ 
ing that it comes with an honest desire to bene 
fit those interested. 

(To be 


continued.) 


IN A RUT 


should be relegated to the rear, and the latest 
and most improved lines installed in their stead. 

You must not expect to retain the trade of an 
up-to-date concern when you can’t fill its up-to- 
date demands. If your filing devices are not the 
modern sort, sell them out at a bargain sale, and 
stock up with the right sort of goods. The same 
applies to desks, carbons, ledgers, and a thou 
sand and one other office tools. 





THE 


I really don’t think it is a good plan for a 
salesman to boast of the big deals he has closed. 
He may feel proud ef them, and it may, with 
some men, have a slightly good effect, but in 
the generality of cases it is more than likely to 
rub the prospective customer the wrong way. 

‘*T sold twenty-five of these machines 
month to Blenkinsop & Co., and took out twenty 
five Blankety Blanks.’’ 

‘*You did, eh! Cut 
suppose ?”’ 

‘*No, sir—not at all 
their merits.’’ 

‘* Indeed! ’’ 


last 


the price a good deal, I 
They bought them on 


with a lift of the eyebrows, which 
expressed doubt, ‘‘that house generally buys 
pretty close. If you didn’t make them a con 
cession on twenty-five machines I think I shall 
have to look around before deciding on purchas 
ing a poor, puny, insignificant single machine, 
Your people are too grasping!’’ 

And this unfortunate slip of the tongue caused 
the salesman several hours of doubt and mis 
givings before the deal was finally closed. 


Brag Not of Big Sales. 


To flaunt a big deal before a little buyer is 
apt to make him feel that you regard him only 
as a ‘‘ten-cent article,’’ and barely worthy of 
notice. He would naturally feel sore and slighted 
from your having rubbed him the wrong way, 
and the chances are he will put you off for a 
time, and meanwhile make inquiries elsewhere. 
Possibly the next salesman that comes along 
will have tact and judgment than to 
weaken his too much boasting, and so 
secure the order. 

There 
tion what 


more 
case with 


however, where to men 
has done in the matter of 
placing machines will have 
good effect. Conditions 
change, and, of course, you 
have to judge your 
Some people are impressed 
by large things. 


are occasions, 


house 


your 


man 


‘*Your machine,’’ I once 


hag a man say to me, ‘‘is 
a very good one, and my 


operator likes it very much, 
but I never heard of it be 
fore. Are any large firms 
sing them?’’ 

‘‘Yes,’’ indifferently, 
‘Artkin & Co. about 
50 of them, and’’ 

‘*The dickens they do! 
hundred of them. 

references to firms 


use 











Son have a 


‘Blossom & 
I ean give 


_ 


vou ple nty of 
99 


using five, ten and so on. 
‘“Oh! well—if they are good enough for Art- 
kin & ¢ they are good enough for me. You 


can send in your bill! ’’ 


Methods of Approachment. 

The have tact enough to ap 
proach his customer in the right way. Polite 
ness, and a due regard for his feelings are points 
importance. Never knowingly 
slight your prospect, or minimize his importance 
by bragging of large purchasers. If you have 
about your immense sales, put 
such a way that he cannot 
umbrage thereat. Above all 


salesman must 


of paramount 


anything to 
the statement in 
take the slightest 


say 


tell the truth about it—if the sale was 49 ma- 
chines—tell him 49, and not 50. It will not 
look well to be caught in a falsehood. 

I met a case not long since, 

‘‘Brown,’’ said my customer to me, ‘‘says he 
sold Brighton & Co. 25 of his machines.’’ 

‘*T was there last week,’’ I replied, ‘‘and they 
had 10 of those machines, and the manager told 
me they were renting them.’’ 

‘‘Renting them, eh; and they didn’t buy 
them? O} you typewriter men! Say, do you 
fellows ever tell the truth?’’ 

‘Certainly. I am doing so this‘time. Call uy 
Brighton & Co. over the ’phone, and verify my 
statement 

‘T’ll take you at your word.’’ And he did, 


it 
with the result us I stated. The exaggeration of 
my opponent did him harm, in spite of the fact 


= — os 
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TRIALS OF A SALESMAN 


TIPS BY A TYPE TAPPER. 





that Brighton & Co. were actually using 10 of 
his machines. Had he truthfully stated the 
ictual facts he would have stood high in the 
estimation of our mutual friend, instead of be- 
ing branded as one upon whose word there could 
be no reliance. ‘‘ Tell the truth and shame the 
devil.’’ 
Honesty the Best Policy. 

This question of adhering strictly to facts is 
more applicable to the office appliance salesman 
than to any other class of men. Misstatements 
as to the machine will not only cause endless 
friction and trouble, but such a bad im- 
pression that hopes of future sales, or recom- 
mendations, are absolutely obliterated. The 
‘square deal’’ and ‘‘the truth, the whole truth, 
and nothing but the truth’’ are bound to win— 
not only at first, but all the time. 

When a man invests $100 or more in a ma- 
chine, he expects it to act up to all the repre- 
sentations of the salesman. If it repeat 
orders follow and recommendations of the ma- 
chine to friends and business acquaintances are 
the natural result. If the ‘‘words’’ are not 
‘* backed up by deeds’’—if the whole fabric is 
proved to be one falsehoods the buyer 
naturally feels himself aggrieved. He has sunk 
no inconsiderable sum in a worthless investment, 
and that, too, on the recommendation of a sales- 
‘‘word’’ he thought ‘was his 
and are Synonymous 


create 


does, 


tissue of 


whose 


Disgust 


man, 


bond,’’ aistrust 


terms in such a case, and he never forgets the 
injury done to him. The salesman loses caste, 
anl the machine is relegated to the nearest 


second hand store as a worthless commodity. In 
as in every other line of business 
is the best policy.’’ 

Of course, there is a fair excuse for making 
the best of your special line. You can praise 
your own machine or office appliance as much as 
in fact, adapt yourself to your cus- 
tomer—that is what is called ‘‘ commercial 
adaptability,’’ but don’t make the adaptation 
too shrewd. I once read a very cleverly written 
book by a Boston author, entitled ‘‘ Who lies?’’ 
wherein it was shown that no man could do any 
kind of business for twenty-four hours and tell 
the truth all the time. According to the story 
absolute truthfulness was an impossibility, and 
adaptability to circumstances was almost always 


salesmanship 
activity—‘‘ honesty 


you please 


essential. 
A ‘‘White Lie’’ Salesman. 

We meet ‘‘commercial adaptability’’ 
every day, almost in transaction, and I 
ean best illustrate it by relating a little expe- 
had in a large clothing establishment 
not long since. A member of my family wanted 
to get ‘‘snited.’’ On entering the store, a polite 
salesman came forward, and on telling him our 
needs he teok us to a pile of clothing, and began 
hunting for the particular size. He pulled out 
suit after suit, but seemed at a loss to find 
just what we wanted. My patience (I haven’t 
much of it) soon got exhausted, and I said: 


this 
every 


rience | 


‘*Haven’t you some one here who knows the 
stock?’’ : 

‘*Why, yes, sir; of course. Why, I—I’’ 

‘*T see,’’ I interrupted,’’ you are supposed to, 
but you don’t. I’m afraid I must try else- 
where.’’ 


‘*Excuse me a minute, sir. Mr. Jenkins, will 


you please step this way.’’ 


Mr. Jenkins stepped—a short, pleasant-faced, 
middle-aged man—with a tape across his shoul- 
ders, and a look on his countenance, 
which begot one’s immediate confidence. He 
seemed to recognize the situation in a moment 
—off came the tape—it was whisked around the 
lad’s chest, and back across his own shoulders 
once more, in a sécond. 

‘‘T know what you want,’’ said the cheery 
voice, ‘‘and I’ve got it right here. Fit him 
like a glove—made on purpose for a young man, 
who paid a deposit for it, and never came back 
to fetch it.’’ (A commercia] adaptation, of 
course.) ‘‘Just look at this, will you?’’ 

And he reached forward amongst a pile of 
clothing and brought out a suit which the other 
salesman had overlooked. 

‘‘Slip this on, will you? That’s it. Take a 
glance at yourself in the glass; couldn’t be bet- 
ter; shoulders, back, chest, absolutely perfect. 
Sleeves? Yes, sir, a little long, but readily al- 
tered; a good fault. Look at the cloth—exam- 
ine the lining—couldn’t get better at any price 
(an exaggeration), and I can sell you that suit 
for the trifling sum of’’— and here he confi- 
dentially whispered in my ear. I started in 
feigned surprise at the price. 

‘*No, sir! Not a cent less—couldn’t be done 
—rather _ it back in stock (another adapta- 
tion). ou couldn’t have that suit for $10 
more (another), if it wasn’t for the fact that 
we've already been paid a deposit on it (an- 
other one). That suit is tailor-made (one more); 
none of your forced labor or sweatshop about 
that (still another); made on purpose for a 
young man who never came back’’— And he 
rambled on with telling sentences until he had 
made his sale. As I came out I asked myself 
the question, ‘‘ Who lies?’’ 

















Lies Come Home to Roost. 


So it goes every day of the week, and every 
hour of the day. The exigencies of business 
demand that the salesman, no matter what he is 
selling, should adapt himself to the cireum- 
stances. Try, however, to avoid ‘‘ white lies’’ 
and ‘‘gross exaggeration’’ as far as possible. 
If you have to do it—remember that a lie nearly 
always come back to roost—so go slow. 


A Literal Adaptation. 

There is an old English story, which aptly il- 
lustrates this commercial adaptability. There 
was once a man who kept a small draper’s shop, 
and who had an assistant whu was new to the 
business. One day an old lady came in, and 
asked for some silk. The youthful assistant 
showed her some, saying: 

‘*We can do this for you at 6s 6d per yard.’’ 

The old lady asked for something better, but 
the assistant replied that they had nothing bet- 
ter. Whereupon the master came forward and 
said to his assistant: 

‘*T’m surprised at your showing this lady stuff 
of that quality; take it away, and put it back 
on its shelf.’’ 

‘Then turning to the customer he said: 

‘*You must excuse my assistant, madam, he 
is new to the business, but if you will allow 
me I will show you something very superior.’’ 

He went away and returned, bringing the same 
piece of silk. 

‘*This, madam,’’ he said, ‘‘is a very superior 
article—10s 6d a yard. If it were not for the 
fact that I bought it some time ago, we should 
have to charge you 15s, for, as you are doubtless 
aware, owing to the recent epidemic among the 
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silkworms, the price of silk has increased enor- 
mously of late.’’ 

The customer took the silk, paid for it, and 
went away. The draper thereupon lectured his 
assistant, saying: 

“You'll never make a man of business— 
you’ve no commercial adaptability. Mark my 
words, and remember what I have said for the 
next time.’’ 

A few days later the draper was having his 
dinner, leaving his assistant at the counter. 
Hea a noise he looked out, and saw the same 
old lady belaboring his assistant with her 
umbrella! He separated them, and asked the 
assistant what he had been doing. 

**Oh!’’ said the young man, ‘‘I was merely 
carrying out your instructions. She asked me 
for some tape, and I showed her some. I said: 
‘We can let you have this at 8 pence the dozen 

ards. If it wasn’t for the fact that we have 

ad it in stock for some time we should have 

to charge a shilling, for, as you doubtless are 
aware, owing to the recent epidemic among the 
tapeworms, the price of tape has gone up enor- 
mously of late.’ Then she hit me with her 
umbrella. ’’ 

This young man was too literal. He failed for 
lack of initiative and adaptation to circum- 
stances. He had learned his little book too 
well and repeated it like a parrot. The good 
salesman must not be a phonograph, but alert 
with his facts and arguments to convince his 
customer that he has the best thing in his par- 
ticular line. To do this without exaggeration, 
without lies, without the slightest commercial 
adaptation is the highest point of salesmanship. 

It Pays to Be Courteous. 


Closely allied to this commercial adaptability 


“IN 


When a resident of New York dies without 
having made a will, and without friends or rela- 
tives who wish to assume responsibility for the 
property left, his estate passes into the custody 
of the public administrator—an officer of the city 
government. Every coroner, policeman, hotel- 
man or boarding-house keeper is required by law 
to report all such cases as may come within their 
knowledge. 

The office was originally constituted in 1812, 
and has been continued with but slight changes 
in the legislative acts concerning it. Although 
nominally attached to the establishment of the 
corporation counsel of the city of New York, 
it has not been affected by the Greater New- 
York charter, its jurisdiction being still limited 
to the county of New-York, and not covering 
the entire city. 

Within recent years, the largest estate handled 
by this office aggregated $190,000; and several 
estates (notable aside from their amount) have 
also been given attention—such as that of a 
famous bon-vivant, whose many debts promised 
to leave nothing for the benefit of the legal 
fraternity. In the absence of any desire on the 
part of friends to administer the affairs of the 
deceased, the public administrator was called 
in—as he would be in the case of a tramp found 
floating in the river with only one cent in his 
pocket. 

Generally, a quarter-of-a-million dollars is re- 
ceived in the course of a year from the estates 
of those who have died without arranging for 
the disposition of their property, which com- 
— cash, securities, real estate, bills receiva- 
le, and other forms of property—all of which 
is converted into ready money as soon as pos 
sible. Accumulations of unclaimed funds re- 
maining on hand usually amount to a consid- 
erable sum also. So that, while the average for 
the several estates is small, the total amount is 
no mean item; and a certain sum for the city 
treasury can always be depended upon (from the 
estates which are not claimed within a specified 
time, and other similar sources)—this money 
being turned into the general fund. While funds 


are in the possession of the public administrator, 
they are deposited in half-a-dozen sound banks, 
each having from fifty to sixty thousand dollars 
of this money upon deposit. 
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is the art (for I can call it little else) of being 
obliging. Some salesmen are very apt to be 
independent, curt and unwilling to put them- 
selves out of the way in the slightest degree to 
oblige a customer. This is a mistake. A little 
courtesy, or kindness, done on the side, as it 
were, will repay itself a thousand fold. These 
little acts of kindliness are the prime factors for 
the success of any salesmen. ‘‘ Business is busi- 
ness; business in deed or no business’’ is a very 
true old axiom. More friends are made by little 
acts of courtesy—by being obliging—than by 
selling a man a large bill of goods. 

I heard of an incident the other day, where 
a man went into a store to get a particular line 
of goods. ‘‘There is no demand for that brand 
of goods just now, and we have quit keeping it 
in stock,’’ said the salesman, who was loth, 
apparently, to put himself out of the way. The 
man went to another store. 

‘*The demand,’’ said the salesman, ‘‘for that 
brand of goods is so great that we can’t keep 
a supply on hand.’’ Quite another story, the 
man thought, and inquired: 

**Could you order some for me?’’ 

**T could, but the factory is three weeks be- 
hind, and I would be unable to promise you any- 
thing under a month.’’ 

Another excuse, the man thought, and stepped 
out to find a third place. He repeated his ques- 
tion, and got this answer: 

**We haven’t got it, but we can get it for you 
by tomorrow.’’ 

And when tomorrow came that obliging sales- 
man had the line of goods, and sold his man, not 
only that day, but for years afterwards. It pays 
to be obliging, whether you are selling type- 
writers, office appliances, or dry goods—the prin- 


Remember the old saying, 


ciple is the same. 
And 


‘*Tf we haven’t got it, we can get it.’’ 
get it you can, if you will only try. 

That famous poet, Ella Wheeler Wilcox, recog- 
nizes the fact that the average salesman—the 
traveling man particularly—is obliging, for she 
sings his praises in the following impressive 
way: 


The Traveling Man. 


Well versed is he in all those ways conducive 
To comfort where least comfort can be found; 

He turns the seat unasked, yet unobtrusive; 
His little deeds of thoughtfulness abound; 

Is glad to please you or have you please him, 
Yet takes it very calmly if you freeze him. 


He smoothes the Jove-like frown of some official 
By paying fare for one who cannot pay. 
True modesty he knows from artificial; 
Will flirt, of course, if you’re inclined that 
way. 
If you are, be sure that he detects you; 
And if you’re not, be sure that he respects you. 


The sorrows of the moving world distress him; 
He never fails to lend what aid he can; 


A thousand hearts today have cause to bless 
him— 
This much-abused, misused commercial man. 


I do not strive to cast a halo ’round him, 
But speak of him precisely as I found him. 
—Ella Wheeler Wileox. 


Surely such praise as this should make each 
salesman take a pride in his work, and do his 
level best at all times to live up to this glorious 
ideal. 


DEAD MAN’S LAND" 


Insight Into the Bookkeeping and Office Ac- 
counting Routine Work of the Coroners’ 
Offices of a Great City. 


By L. LODIAN, Manhattan, N. Y. 





Some of the estates turned over to the public 
administrator are of moderate value, but a few 
might be termed large. In the last fiscal year, 
something over $200,000 was received and paid 
out—in the way of funeral expenses, claims of 
creditors, and payments to next-of-kin, on ac- 
count of cases directly under the auspices of this 
bureau. These were 683 in number, and among 
them were no less than 6 which exceeded $5,000 
in value, and 28 others exceeded $1,000 in 
amount. As might be supposed, heirs for the 
large estates are soon found. 

All jewelry and other small but valuable 
pieces of personal property, are kept in the office 
of the bureau, but such articles as clothing and 
furniture are stored in a warehouse in Duane 
st., where quarterly auction sales are held, and 
the entire stock on hand is disposed of for what 
it will bring. Generally, a very small sum is 
realized, compared with original cost, for there 
are many adverse circumstances spoiling their 
sale-value: age, neglect, wear and tear—all con 
tribute to make the appearance of the goods un 
attractive; and the professional bidders in at 
tendance take no chances when they buy. 

The money from the auction-sales is added to 
receipts from other sources; and after it be- 
comes improbable that any further claims will 
be made for the funds of the estates, the remain- 
ing balances are turned over to the city treas- 
ury: and last year $14,994 was received from 
this source by the comptroller, representing 93 
balances. 


‘*Unidentified’’: Book-keeping for the ‘‘Rag- 
Tag-and-Bobtail’’ of a Great City. 

Under the provisions of another law, certain 
estates which are absolutely unclaimed, are 
turned over to the city, after (if any) funeral 
expenses are paid. These are kept as a separate 
account, and last year 270 of them brought in 
$3,808 to the city. 

The poor who die in the institutions in the 


jurisdiction of the department of public charities 


without disposing of their property specifically 


and without friends or relatives, also increase the 
city’s revenue. Whatever cash they may pos- 
sess, is turned over to this bureau, and so, too, 
is the amount of money received from the sale 
of their cffects—if there should be anything of 
value. From the first source, there was derived 
in the last fiscal year $1,349, from 833 estates; 
and from the second, $381 from 255 sales. It 
will therefore be seen that the amount in each 
case was generally small, averaging but about 
$1.60 for each transaction (just the last few 
cents of the city’s unfortunates). In more than 
250 cases, the cash-assets were less than twenty- 
five cents. 

rom the coroner’s office, there comes a similar 
lot of payments, representing the money found 
upon persons drowned, murdered or otherwise 
killed; also suicides, and those dying under 
suspicious circumstances: 104 cases contributed 
$82.71 in cash (none exceeding $4 in amount) ; 
and the sales of effects by the various coroners, 
netted only $207.90 from 110 cases—making an 
average return from the estates passing through 
the different coroners’ offices, of about $1.35. 

As there is little or no probability of any 
claimant appearing for these small amounts, 
they are paid directly into the city treasury by 
the public administrator—making the total in 
come from unclaimed estates something over 
$20,800 per annum—no inconsiderable amount to 
be gathered from the ‘‘ flotsam and jetsam’’ of a 
great city. 

**Just About Pays Expenses.’’ 


The foree of the bureau of the public admin 
istrator, includes that official, his assistant, two 
clerks, one agent, law clerk, one sten 
ographer, and one office boy—in all, involving an 
expense for maintenance of about $18,000 per 
annum; and as there are about 2,300 aecounts 
handled, it would appear as if each cost eight 
dollars or so for expenses; but, after all, the 
expense-account is only seven per cent of the in- 
come, or of the payments to heirs and other 
wise; and no lawyer would undertake to handle 
a $1 estate, or even a $100 estate, for seven per 
cent of the disbursements. 

Looked at from this standpoint, it would ap- 
pear that a great deal of work was done at com- 
paratively small cost. 


one 
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THE BIG SHOW. 
March the 17th will mark an epoch in the 


office appliance business world, for upon that 
date the National Business Show will open for 
a six days’ session in the Coliseum, Chicago. 
This show of office appliances will be of inter- 
est, not only to every progressive business man 
in America, but to all men in any corner of the 
world where an office desk or typewriter is used. 
All the prominent manufacturers of office ap- 
pliances will have there on exhibition their sun- 
dry implements of office equipment and the re- 
sult will be an impetus to office proficiency such 
as has never been equaled. The promoters of 
this show expect to entertain and instruct at 
least three hundred thousand people, and the 
man behind the desk will miss the greatest op- 
portunity that has ever been his if he fails to 
be present at this show. 





We want editorial representatives all over the 
world—vwrite us. 





A typewriter man today may be an adding 
machine representative tomorrow. 
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IMPORTANT ANNOUNCEMENT 








The managers of the National Business Show, to be held in the Coliseum, Chicago, March 
17th to 24th (Saturday to Saturday, inclusive), 1906, have arranged with the publishers of OF- 
FICE APPLIANCES to incorporate the ‘‘OFFICIAL PROGRAMME’’ in their March issue. 

In addition to being the ‘‘Official Programme,’’ this issue will also contain a complete Illus- 
trative and Descriptive Directory of all the devices on exhibition in that show, besides being 


the regular monthly issue. 


Requests for sample copies will not be honored, and those desiring a copy of this issue, 
which may justly be called ‘‘The Show on Paper,’’ must either be subscribers, or send fifteen 


cents in postage. 


As a reference work the March number of OFFICE APPLIANCES will be invaluable for 
those who attend, as well as those who can’t get there. It alone will be worth the yearly price, as 
it will contain many new features, describe dozens of new devices, and offer facts and data which 
every maker, seller and user of office appliances will want to have handy. 

Send your yearly subscriptions today to be sire of getting a copy of the March number, as 
well as the April number, which will be the ‘‘Show History’’ issue, following closely after the 
show. Ten other issues are included for the $1 domestic, or $1.50 foreign. 


OUR MARCH AND APRIL ISSUES. 

The March issue of this paper will be a Com- 
plete Illustrative and Descriptive Directory of 
all the various office appliances to be exhibited 
in the National Business Show, Coliseum, Chi- 
cago, from March 17 to 24, similar to our last 
November issue, but far more perfect and com- 
plete. This issue will be the piece 
of printed matter regarding this great event ob- 
tainable at any price, and as a work for memory 
future office ap 

will be valuable, 


only complete 


refreshing and reference on 


plianee subjects, exceedingly 
he ing, Ina broad sense, a 
ill th 
wish to 


complete catalogue of 
catalogues given out at the show, and we 
that we will honor no re 
sample copies of this issue, nor of 
following, the April number, which 
SHOW HISTORY number, giving to 
who are not able to attend, a splendid idea 
editorial matter, as its in 
reproduction, of just what this show 


announes¢ 
quests for 
the issue 
will be a 
those 
through its well as 
terior view 
looked like. 

In short, the March and April issues of Office 
\ppliances will be a Business Show on paper, de 
vered in thousands of offices all over this coun 
And by the way—it may not 
that these issues will 


try and abroad. 
be out of place to say here 

be kept many months as reference works, both 
by those who did and those who did not attend. 

Would not these excellent advertis- 
ing media for all you who make office ap 
pliances? One thing is certain, every advertise 
ment which they do contain will be carefully 
read, because of the unusual interest in this 
subject at this particular time. 

if you are in business for business, 
either March or April. 

Send in your dollar now if to be 
of getting these numbers, in addition to ten 
thers, all equally valuable for every man who 
handles office appliances either as maker, seller 
or user. We get orders every day for our No- 
vember issue, but we are sold out. We will sell 
March and April the same way. There is only 


issues be 


great 


_ 


don’t miss 


you want 


sure 


one way to make sure of getting them—send in 
your dollar and get the magazine for a year. 





BUSINESS GETTING. 
railroad 


Did you ever in your travels on 
train notice the industry of the news boy as he 
walks through the ear dropping a few salted 


almonds into the hands of passenger? 
Well that is done for two reasons. 
First of all he wants you to know he has 
salted almonds for sale, and then too, he wants 


with you an appetite for salted al 


every 


to create 
monds. 
This is a business getting which 
every business man should take to heart. You 
will never sell an article widely unless you cir- 
late the fact of its existence widely, unless 
you let the people you are after know about it. 


lesson in 


That is what advertising does for the manufac- 
turer or retailer just as dropping almonds does 
it for the news boy. 

But advertising must do more. It must be at- 
tractively presented, first of all, so as to catch 
public attention. Then the matter must be 
written in that vein which holds attention. In 
other words, it must have life. It must ring 
true. And lastly, your talk must be of the 
kind that will earry conviction and create an 
appetite for the thing you have to sell. The 
more keenly you make the reader feel that he 
actually needs your product, the more you make 
him realize that what it will save for him is far 
in exeess of what it will cost him, the more he 
is made to realize that he is in reality getting 
it for nothing, the larger will be your sales and 
your profits. 

One of the greatest advertisers the country 
has ever seen has said that it isn’t the top of 
column, right hand page, outside column that 
makes an advertisement pull,—but it’s what goes 
into the space as well as the way it is presented. 

A steak tastes a whole lot better when eaten 
off a nice, clean, china plate than it does when 
served on a tin pie tray. 

As the old darkey explained the retreat of a 
southern general’s army to the general’s wife 
by saying that the enemy was retreating for- 
wards while the southern army was advancing 
backwards,—‘‘der’s evvy thing in de way you 
tells it.’’ 





SELLING FILING DEVICES. 

The trouble with the average filing device 
salesman is that he doesn’t ask questions. Now, 
a filing system is to a business what medicine 
is to a human being. Both are intended to re- 
store disordered conditions. When you call in a 
doctor he asks questions. He wants to know 
where the pain ‘is, how long you’ve had it, what 
you did of an unusual nature before you first 
noticed the trouble. When he has satisfied him- 
self of your condition, then, and only then, he 
prescribes. 

Now, you can’t sell filing devices to Smith 
and make them satisfactory because you did so in 
Brown’s case. Their conditions may be totally 
different. True, they may answer the purpose 
in a general way, but something else might have 
done far better. Unless you sell a man the 
thing which best suits his ease, someone will 
come along and prove up your ignorance of the 
condition of things, and the result is your cus- 
tomer loses confidence in you and your judgment. 
With that loss of confidence goes your trade and 
your commissions. 

Ask questions. Get at the bottom of things. 
When you’ve done that, then apply the remedy, 
but don’t prescribe quinine just because you 
haven’t got the kind of medicine you ought to 
have. 











THE NEW ‘‘FOX’’ VISIBLE. 


Following the lines of popular demand, and 
after many years successfully manufacturing 
and marketing one of the best ‘‘blind’’ writing 
machines, the Fox Typewriter Company, of 
Grand Rapids, Mich., have this month added to 
their already extensive business, the sale of a 
new front stroke visible writing typewriter, il 
lustrated herewith. 

A description of the important features of this 
new machine are here given: 

Visibility ——All of the writing is 
the time, and the writing line is in direct line 
of vision. 

Type Bar and Hanger.—The type bar has a 
pivotal bearing 7-16 of an inch wide, similar to 
the well known Fox hanger. This wide bearing 


visible all 





is made possible from the manner in which the 
hangers are assembled, which is claimed to be a 
new invention. 

Key Tension and Key Levers. 
half ounces will depress any of the keys to the 
printing point, and each lever has individual ad 
justment. 

Ribbon Movement.—-Fither the 
double colored ribbons are used on the new Fox, 
and the action of the ribbon is automatic, the 
reverse movements being positive and accurate 
and requiring no attention from the operator 

When single color ribbons are used, the rib 
bon oscillates, giving greater wearing surface. 

Carriage.—The carriage is light, and operates 


Two and one 


single or 





on a ball-bearing runway, with a one-pound ten 
sion, 

One carriage is interchangeable with another. 

The line spacing is automatic; with the re 
turn of the carriage, a new line is begun with 
the line space lever. 

The platen itself is instantly detachable from 
the carriage. 

Esecapement.—The escapement on the new Fox 
Visible is the same as that used on their regular 
models. It is a wheel escapement, which can be 
changed from ‘‘regular’’ to ‘‘reverse’’—(from 
regular to ‘‘speed’’). 

Other Features.—Aside from those mentioned, 
the other special features are: 

‘*Line Lock,’’ released with a key at the 
key-board, operated so as to remove strain from 
the type bars. 

The Paper Feed is accurate and positive, tak 
ing either wide or narrow pieces of paper. 

With the heavy type bars, easy stroke, the 
manifolding power is strong. 

Keyboards.—-The machine will be manufac 
tured in two styles—Models No. 23 and No. 24. 
No, 23 with seventy-eight characters, and No. 24 
with eighty-eight characters, 

Aside from the features explained here, the 
Fox company is prepared to furnish an appro 
priate ‘‘Tabulator’’ for their machine at a rea 
sonable cost. 

Here is born a new typewriter. 
beginning of an enlarged industry 
long and prosper. 


Here is the 
May it live 





SPECIAL. 


W. L. MeRaven, for seven years 
with the Remington typewriter in Little Rock, is 
now in charge of the L. C. Smith & Bros. Type- 
writer Company, with a location at 305 West 
Markham street, representing the machine in 
Arkansas. The Little Rock branch of the Smith 
Bros. is controlled from St. Louis. 


connected 
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rie NEW FOX 


Manufactured by Fox 


KNOWING WHAT WE PREACH. 

Men are voluble with advice—when it 
to sending it. Probably hundreds of salesmen 
have read in this magazine thrusts of wisdom 
and advice worthy of the sage, but have dis 
missed it with pointed exclamation, at the same 
time declaring that it is well enough for the 
editor to sit in his sanctum, survey the commer 
cial battlefield and then turn loose his canister, 
but if he was up against the real thing with us 
fellows he would not be so free with his admoni 
tions, 

Now, it is the purpose of the publishers of this 
magazine to keep in close touch with the men 
who are selling office appliances and never to 
give advice that we do not practice or ask others 
to surmount obstacles which we have not 
climbed. We know what it is to be up against 
hard propositions—to have our sky blue. After 
an unsuccessful day of leg-walking and tongue- 
wagging that was preceded by half a night on 
the train and the balance on a downy bed of corn 
husks in some dollar-a-day hotel, comfort must 
be derived from some source and the righteous 
man would seek it within himself in some such 
manner: ‘‘I represent a company that manu 
factures a commodity that is necessary to the 
comfort and expediency of the progressive busi 
man. He must be made through my in- 
recognize it. I might profit by the 
failure to sell Mr. Blank this appliance because 
[I did not clinch the argument with these few 
points, which I at the time forgot,’’ ete. And 
then by acquainting yourself with all the argu- 
ments that anyone can command you may, like the 
great orator, become so full of your subject that 
pins, you could talk 


comes 


ness 
fluence to 


even though you sell but 
igreeably on the subject for an hour. 

But men—if you are successful you must be 
lieve in yourself even more than in the line of 


goods that you wish to sell. Remember that you 


_ would not handle a proposition that was not the 


best. Believe that you are especially made to 


help the business man solve the problems of ex 


VISIBLE 


Pypewriter Co 


rYPEWRITER 


Grand Rapids, Mic! 


pedieney by equipping his office in the very best 
manner. Remember that there is not another 
soul in the world, there never has been nor there 
never will be, that can use the same influence as 
vou to sell office appliances. There will never 
another man face your customer with the same 
measure of selling power that you possess, be it 
great or small. Feel that power, make the other 
fellow feel it, and just in so far as you feel it 


will your success be measured. 





READING ADVERTISING. 


Some men have a very queer notion that ad 


vertising isn’t worth reading. That is where 
they lose many a golden opportunity. You can 
rest assured that a concern which advertises 


month after month has something worth talking 
about, for advertising costs money, and if they 
were not finding willing ears somewhere they 
couldn’t afford to keep on spending. , 

Only recently a caller at this office bemoaned 
his fate at not having secured the Chicago 
ageney for a well-known office device which is 
being regularly advertised in these pages. 

‘*Do you read our ‘ads’ and answer them?’’ 
he was asked. 

**No, I don’t read advertisements. ’’ 

The fact of the matter was that the man w 
did secure the agency has a happy faculty of in 
vestigating everything you put before him, and 
the advertisement of the particular article in 
question was no exception to his rule. The re 
sult was he the selling rights in this 
rich city, rights which will mean at least $5,000 


secured 


a year to him. 

Opportunity knocks every man’s 
least once, but, as someone has put it 
not expect that it will kick in the panels. 

Reading advertisements not only opens up new 
fields for you, but you are pretty sure to get 
some good selling points which may be profitably 
applied to your own b In other words 
as well as read them. 


door at 
you must 


siness, 


study the ‘‘ads’’ 
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THE WORLD OF WORKERS AND GENERAL NEWS 





; TYPEWRITER NEWS ; 





Atlanta, Ga. 

M. M. Turner, Hubert L. Culbertson and W. 
B. Willingham, all of Atlanta, made application 
recently for papers of incorporation for the 
‘‘Writing in Sight Company.’’ The capital of 
the company will be $50,000 and the charter 
will cover the manufacturing, buying and selling 
of typewriters and supplies. 

Offices for the company will not be opened 
until after February 1 or 15. The company will 
make a specialty of the sale of the new L. C. 
Smith & Bros.’ typewriter. 

o * * 

H. P. Marshall, formerly manager of the In 
dianapolis office of the Remington company, has 
been appointed manager of the same company at 
Atlanta. The Atlanta office of the Remington 
was one of the very few offices remaining under 
a dealership and was for many years handled by 
W. T. Crenshaw. Mr. Crenshaw has retired from 
business, 

Augusta, Ga. 

We received at our offices in Chicago recently 
two pictures. One is entitled ‘‘Singing the 
Praises of the Underwood,’’ while the second 
is ‘*‘His Master’s Religion.’’ 

We are sorry to say that neither of the 
pictures were reproduceable. The ‘‘singing’’ 
for all the world like one of those 
unknown—in fact, we don’t know what it looks 
like. ‘‘His Master’s Religion’’ illustrated 
‘somebody’s pet’’ criticising an Underwood 
typewriter, somewhat in the manner of ‘‘ His 
Master’s Voice.’’ Had the pictures more de 
tail we should have used them. 

They are sent by Frank L. Patty, an enthusi 
astic worker for the Underwood interests at 
Augusta, werking under Atlanta. Try again, 
friend Patty 


picture looks 


Buffalo, N. Y. 

Some few years ago the Buffalo Typewriter 
Exchange was organized by Charles Aldinger 
and L. A. Mason, the latter being an old Rem- 
ington salesman in the Buffalo territory. 

The Exchange has been incorporated with Mr 
Aldinger as president, Mr. Mason vice-president 
and Miss L. M. Miller as secretary. 

The firm occupies two floors at 118-120 Frank 
lin street, devoting the first floor to the sales 
department, and the second floor is occupied by 


the repair department. The company handles 
various makes of machines and specializes on re 
pairs, and with one of the best located offices 


in town the business is growing at a rapid and 
profitable rate. 
Birmingham, Ala. 

J. A. Bate, who had forsaken Birmingham 
for other fields and other interests, has returned 
to town and is again with the Dearborn & War 
field Company, agents for the Smith 
Premier Typewriter. 

The Dearborn & Warfield Company maintair 
headquarters’ in Birmingham and _ operate 
branches at Mobile a New Orleans, La. 

Mr. Dearborn, the senior member of the firm, 
is the former owner of the celebrated ‘‘ Dear 
born Cabine ’ whicl 


distri + 


is now so universally used 


in the typewriter t although at this time 
he has no connection with it, having sold out t 
Chicago parties some time ago. 

* * 


manager of the F 


H. E. Wilde, forme 
Worth office of the Remington Typewriter ( 
pany, has he appointed to a similar positio1 
at Birmingham. 
Burlington, N. J. 
Work of altering factory on Broad street 


for occupancy by the dlich Process Company, 


f Philadelphia, is gressing rapidly and by 

the first of next month the company expects t 
gin tl anuf typewriter supplies 
The searcity of, |} ses in this town is the 
LuSsé fn | neasiness on the part of 


workmen of the factory, as there are about thirty 
families to remove from Philadelphia and at 
present there are not so many empty houses, 


Baltimore, Md. 


W. A. Catlin, who for about two years past 
has been branch manager for the Smith Premier 
Company in Baltimore, has resigned and is now 
associated with the Fisher Hydraulic Machinery 
Company. The employees of Mr. Catlin’s office 
presented him with a very beautiful souvenir 
upon learning of his resignation. Mr. Catlin’s 
new position began January 16. 

Boston, Mass. 

The Remington Typewriter Company’s bowl- 
ing team, one among the several composed of 
typewriter men of the various offices, have been 
playing to good scores recently and very few 
games have been lost during the present season. 

* * * 

The Fox typew riter is well looked after here 
by the Thorp & Martin Company, who handle 
New England for that machine. 

* * * 

G. W. Cochrane has been promoted from the 
sales force of the Oliver Company at Boston to 
special assignments in the general offices at 
Chicago. 

* > * 

The Model Typewriter Exchange have opened 
up their new store at 200 Devonshire street and 
now have undoubtedly the finest second-hand 
store in New England. The store is a large, 
commodious and well-lighted one and has an 





The proprietor and sole owner 
is Mr. F. Schoenthal, and while this is really a 
new departure for him he has shown such busi- 
ness tact and ability that the business has 
doubled in the short time he has controlled. Con- 
! ted with him is Harry L. Shaw, whose ex- 
erience in the typewrit« r line is second to none. 
On January 1 T. H. Campbell, another ex- 

rienced typewriter man, was added to the 
force, and a bright future is in store for the 
Model office. 


legant location. 


* e > 


KE. M. Dayton, formerly of Minneapolis, has 
ngaged with the L. C. Smith Company, and F, 
Allen, formerly manager of the Oliver office 


Providence, has accepted similar position 
the L. C. Smith Compan 

* > * 
{. L. Lambert, formerly of the Smith Premier 
pply department, has accepted a similar posi 
m with the L. C. Smith Company. 

* * * : 
The Smith Premier office, under the skillful 
inagement of Manager Philips, report a steady 
rease in their sales 


o * * 


The Monarch Company now have an entire 


n their sales department and report 


s 
+ 


I increase in business 


Billings, Mont. 
W. C. Dygert, district manager for the Rem- 
ington company, with yoy. ee in 
has been making a tour of his territory, seeking 
new users and new uses for old users. 


Chicago, Ill. 

The Smith Premier Typewriter Company, who 
have until recently oceupied quarters at Wa- 
bash avenue, have acquired an exceedingly de- 
sirable location at 20 East Van Buren 
directly opposite Steinway Hall. The former 
quarters on Wabash avenue were acquired by 
the owners of the building for their own dis- 
play—the Brunswick-Balke-Collender Company 
—therefore the Smith Premier company were 
required to seek a new location. 

It was not so many years ago that the center 
of the typewriter industry in Chicago was lo- 
cated at Madison and LaSalle streets. About 
three years ago moves were made by numerous 
office appliance companies to Wabash avenue, 
and these are now gradually mo down Wa- 
bash towards Van Buren street, so that the new 
location of the Smith Premier is well located. 

In line with this general move along Wabash 
avenue, the Derby Desk Company, as stated else- 
where, have given up their store at 143 Wabash 
and are now located in very handsome quarters 
below Van Buren. 

The new store of the Smith Premier gives this 
company better facilities for —- their 
business, and when alterations are completed, a 
very handsome and comfortable Chicago branch 
will be the result. 

* * 

D. E. Avery, who has been on the city sales 
force of the Smith Premier Company for some 
six years, has just been made city sales manager, 
having charge of all the city business connec 
with the Chicago office of this company. From 
Mr. Avery’s experience on the ‘‘street’’ and his 
knowledge of the machine he represents, he 
makes an ideal ‘‘sales manager’’ for the balance 
of his co-workers, for nowadays it means ‘‘shoul- 
der to shoulder work.’’ 

* ” - 

Hon. Timothy L. Woodruff, president of the 
Smith Premier Typewriter Company, paid Chi- 
eago a visit about the first of the month and 
viewed the changes being made in the Chicago 
territory, much to his satisfaction. 

7 * . 


C. E. L. Clark, the recently appointed manager 
for the Fox Company, is making things move 
along very creditably and is preparing for b 
business with their new front stroke ‘‘ visible,’ 
which is advertised for the first time in this 
issue. 

. * 

A. C. Landgraf, formerly a dealer in type- 
writers and representing the Densmore, is now 
handling the ‘‘Sun’’ typewriter, with offices at 
21 Quincy street. 

* * 

F. L. Sholes, the genial and popular manager 
for the Monarch Typewriter Company in : 
cago, is handling probably one of the best 
equipped typewriter offices in the country, and 
the amount of business secured from the “ages 
territory by this versatile and certainly well- 
posted manager is a credit to him. 

* . + 

J. M. Hill, who has been until recently con- 
nected with the Monarch Company in Chicago, 
resigned January 1 to go into business for him- 
self, with offices in the Masonic Temple. Mr. 
Hill had an experience with both the Remington 
and Smith Premier companies, covering territory 
in both Milwaukee and Chicago. 

.'e. 

J. E. Robinson, formerly assistant manager in 
the Chicago sales department for the Oliver 
Typewriter Company, has been transferred to 
Philadelphia, and C, E. Graves from the gen- 


eral offices takes his place. 
ce 


The Typewriter Emporium, owned by Mr. 
Shipman, as described in our last month’s issue, 
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recently had a fire experience, with damages of 
about $2,000, fully covered. 
. . * 

Probably one of the most important changes 
made in Chicago among the selling force is that 
of Frank B. Morgan, who for a number of years 
has been the senior salesman of the Smith 
Premier organization. 

Mr. Morgan resigned recently from the Smith 
organization to accept the position of assistant 
manager of the Chicago branch of the Electric 
Vehicle Company. 

Mr. Morgan’s experience the 
business covers a period of some seven years, 
and the trade is sorry to lose such a man as 


in typewriter 


friend Morgan, for he was one of the ‘‘ good 
ones.’’ 
* * * 
In another column we give in detail the facts 
concerning the resignation of Mr. ©. N. Fay 
from the presidency of the Arithmograph, Rem 


Sholes Cvpewriter (‘on 


I i 


: 


ington-Sholes or Fay 


pany. 


FOURTH ANNUAL DINNER OF 


Melville Mundell, the hustling middle states 


representative of the Mittag & Volger firm of 
Park Ridge-—the ‘‘center of the universe’’ 


stopped off recently in Chicago long enough t 


say ‘‘Howdy’’ and caught the next ‘‘flyer’’ t 
New York. 
. > >. 
John $. Lawson, the popular general sales 


manager for the Rockwell-Barnes Company, re 
cently finished a circuit of the principal cities of 
the middle and western states, including Gal 
veston, Minneapolis, Spokane, Los Angeles and 
Denver. The trip was made with observation 
eyes and for the renewal of friendships among 
the office appliance dealers with whom he is 
well acquainted. 


gO 


Mr. Lawson was marvelously surprised at the 
amount of prosperity displayed in the west by 
all, ineluding the farmers in the high-grass dis 
triets, who are now compelled to rent propert; 
to store grass while cutting another crop 
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Mr. Lawson has left for a second trip to the 
coast, which will be explained in detail at an 
other time. We all wish him well 

* >. . 


Miss I. Adelia Marsh, who has had the man- 
igement of the employment department of the 
Oliver Typewriter Company in Chicago, has 
been transferred to the same position in the 
New York branch. 

*. * . 
J. H. Derbyshire, who has had special assign 


ment work with the Oliver Company in the gen 


eral offices at Chicago, has been made first as 
sistant manager in the New York office 
7 . . 
R. S. Trac who has been superintendent of 


in tl Philadelphia field of the Oliver 


cencie 
iyencies 


Company, has been promoted to special assign 
nent in the general offices at Chicago 
Cleveland, O. 
Hf D Crawfor succeeds W. 8S. Ely in the 
inagemetr tf the (leveland offices rf the 


THE CHICAGO STATIONERS’ ASSOCIATION, GRAND 
Arithmograp! ind Fay-Sholes Company M1 
Ely goes to Cincinnati 
: . . 
K. B. Gerke has been transferred from the 
management of the Cleveland office of the Oliver 


Company to special assignment on important 
work in connection with the New York office of 
the same company. 
Charlotte, N. C. 
Orrice APPLIANCES was agreeably surprised t 
receive a visit during the month from an old 


acquaintance in the south, J. E. Creighton, of the 


firm of J. E. Creighton & Co., of Charlotte, N 
C., general agents of the Oliver typewriter i 
that territory 

It has been some years sin we last saw our 
genial friend, who retains his good looks, genial 
manner and incidentally a good portion of the 
typewriter trade in his field 

Cincinnati, O 
The Oliver [ype writer ‘{ mpan nas S 








ypened a branch office in Cincinnati, succeedl! 
the agency as formerly maintained, and hav 
selected W. W. Killen, their former Omaha man 
iger, to take a similar position with this offic 


Mr. Killen succeeds in this territory probably 
me of the best known Oliver men in that o1 
ganization, Mr. Harris Hurst, who leaves the 
Cincinnati field for Oaxaca, Mexico, where he is 
to take charge of a genuine gold mine. 

Mr. Hurst has had wide experience in tl 
typewriter business lifferent parts of the 
ountry and his acquaintances in this field will 
certainly wish him plenty of ‘‘pan luck’’ in tl 
new field 

W. S. Ely, forn a é is now ll 
charge of the Cineint i ] f the Arithm 
gr iph Company. His ies is cated n th 
Neave Building 

Derby, Conn. 
he Williams Typewrite Company has 
nation or a na ? rie ifes 


] 
‘ Ye ih 
; ' a 
me 
IFIC HOTEL, JAN 
Russia ba is I pat 
w, east so ta isiness is oncerne 
Che npany has just eived from the Rus 
sian representative in St. Petersburg full set 
tlement of the compa s account with | 
imounting to severa sand dollars. AY 
panying the payment was an order for the 
mediate shipment of a large number of machines 
This company has 30 received an order f 
iver $1,500 wort] chines to be sent 
Singapore, India. This the first order to con 
from that city, altl gh the company has do! 
msiderable business in India and South Afr 
* * * 
The Williams Compar st closed on¢ 
st profitable vears history and witl 
wo models of the W yne sé ling for $1 
ind the ther for $7 have excellent 
rtur ior hand g great \ ety of 
I ichine f $7 s their 
J node es 2 mary f 





imount of varied work, 18 a strong manitoiut 
ind embodies the visible writing feature. 
Detroit, Mich. 

B. F. Hamil, for some years Remington maz 
ager at Rochester, has been appointed to a lik« 
positi vith the same company at Detroit 

Denver, Colo. 
The ¢ rado Typewriter Exchange Company 
tion trolled by the ‘* Hoefl 
Brothers, of Denver,’’ have recently removed 
to larger and more commodious quar 


‘ 


ters at 1627 Champa street, one block west 


their f er quarters 

With the increas f floor space they antici 
pate handling a n varied line of typewrite1 
goods, ng fu ture and supplies, and wil 
probal handle some good office specialties as 
soon as they ar | icquire them. 

The Hoetler Br haves a reputation il 
Denver that places em in position to handle 
considerable business, id with their old busi 
ness gamated with newer lines they hops 

’ he irgest stocks in the west 
R. L. Ludlow, who has been a general agent 


for the Oliver Typewriter Company in the Col 


rado territory, has accepted the management of 
the Denver office of the same company. 

Mr. Ludlow succeeds C. E. Stanton, who re 
cently resigned from the Oliver organization 
ywwing to ill health. 


Davenport, Ia, 


J. A. Eylar, the manager for the Smith Pre 
mier Typewriter Company, at Davenport, visited 
Chicago recently. Mr. Eylar is one of the oldest 


men in the employ of the Smith company, hav 


ing served that company for some fifteen years, 
and has been actively engaged as manager fo: 
heir Davenport office for the past five years, ar 


being a good salesman, besides efficient manage 

he controls one of the best paying Smith offices 

ntry, considering territory. 
Evansville, Ind. 


in the 


Ben Block, formerly of Columbia City, is now 


representing the Remington typewriter, wit! 
headquarters at Evansville. Mr. Block was 
awarded a prize by the Remington Company for 


rain in business from his office during the year. 


Fort Dodge, Ia. 

One of the simplest and at the same tim 
levices for handling manu 
script copy has been invented recently by D. B 
Woods and R. M. MeCab, of this place, and fo. 

which they have received letters of patent. 
The device consists of two rollers, mounted 
on a standing piece, that are operated by a 
platen knob, somewhat in the same manner on 
does the moving of the paper in the typewrite 


‘ _ 


most convenient ¢ 


arriage., 
We have een pl 


picture tor a fut 


sed a full description and 
number of OFFICE AP 


PLIANCES 
Fort Scott, Kan. 

The tvpewrite! tuation has improved w 
erfully his te ry during the past twelve 
months. The fraternity appear to be trying 

tdo each other and the result is many new 
acl! ] the | 

Mr. We representing the Underwood; Gus 
Barlov the Remington, and L. I. Stadden the 
Oliver 

* * 
Ir ew Vv | Stadden, of the Stadde1 


brokerage Company, local agents of the Olive 


mar has exceedingly good busines 
for that machine e lays much stress 
success ft his knowledge of Office Syste 
rio nds an s quite confident such know 
g 1 big assistance with the modern s 
en s g pewriters. His arguments favorec 
st e! OFFICE APPLIANCES 
g now g quired by modern s 
er f the S¢ f ‘ es other than the one 


Grand Rapids, Mich. 


Che x Tyepwriter Company. recently fill 
for fifts hines to be shipped t 
heir Vienna agent Messrs. Theyer & Hardt 
. he I x machine n 
\ - . ears 
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i lit machines shipped in this oraer were 
equipped with German, Polish and Hungarian 


ceyboards 


The Fox Typewriter Company is still offering 
ts preferred stock at par n which they are 
paying 6 per cent, but the ommon stock has 
not at present an earning value. This, we feel, 
’ change with the introduction of their new 


front stroke’’ machine on the market, as de- 
scribed in this issue. With the introduction 


‘Visible’’ Fox and continuing to manu 
acture and sell the blind’’ machines, this 
ompany should find many new users for the ma- 
hines bearing their celebrated trade-mark 

Kk. G. Matter, who for some four years has 
been purchasing agent of the Fox Typewriter 
Company, has resigned to become sales man 
ager of the National Acme Manufacturing Com 
pany, of Cleveland. 

Mr. Matter was dined by the officers and de- 


partment heads of the Fox organization at the 


Pantlind and presented with a handsome gold 
watch fob as a testimonial from his friends 
and associates in the company 


Huntington, W. Va. 


The Huntington Manufacturing Company, of 
this city, have just opened an office supply house 
for the handling of devices and specialties in 
the office Chey anticipate placing several rep- 
resentatives in the field and are looking towards 
1dding several new specialties as they may be 
iequired 

Houston, Texas. 

J. J. Pastoriza, the well-known printer and 
ithographer of this city, who has handled for 
Smith-Premier 
typewriter, has retired from the printing busi 
ness, but t in the writing 
machine field. Mr. Pastoriza has incorporated 
a capital of $20, 
Henry and H. W. 


many years the agency for the 
retains his interes 


The Pastoriza Company, wit! 
00. J. J. Pastoriza, A. B 
Hixson are the incorporators 

The business will be located at 912 Congress 
avenue, and Mr. Henry will hold the position 
1f general manager, Mr. Hixson as foreman of 
the repair department, and Miss M 
secretary. 

Mr. Henry, the mechanical expert, hails from 
New Orleans and, with Mr. Hixson, who is an ex- 
perienced machinist, they hope to control much 
of the repair business of the city. 

Miss Sutton, Ww 


pany, was the stenographer for My: 


Sutton as 


; 


has taken stock n the com 
Pastoriza 


for some five years past 


Harrisburg, Penn. 

An extension of the Elliott-Fisher 1 
Works is under consideration by the 
of the Company. 

Che extension contemplated is for the 


pewriter 
Directors 


Harris 
burg end of the building, which w | be made 
conform with the Steelton end 
The growth of the demand for book ty pe- 
as brought 
out by the Elliott-Fisher Company, has caused 
vercrowding of the plant’s facilities 
Hartford, Conn 
contract re rded during the past 
ear for factory buildings in Hartfor was for 
the addition to the Underwood Typewriter Com 
pany’s plant, which i ver t enditure 
estimated at $150,000. 
Ilion, N. Y 
rhe Yetman ‘Transmitting ly per 
pany, which went into the nar s I a receiver 


writers and adding attachments, such 


The largest 


ter Com 


tly, has practicall een reorganized and 
} npany’s affairs ] é sfactory 
S18 \ new president is t e! 
\} it Halt . 2 1OI S Ss raised, 
which sum $130,000 w yg to paying the 
reditors, $50,000 will be sed for new ma- 
! I na he balanes is Ly t 

| S eX} ead tl nning 

I blast withi 1 wee) rs 
. 

Howard ‘{ Parker, of North I n, who has 
be in the employ of the Remington Type- 
vriter ( pal New York, has resigned and 

epted a position as foreman f the type- 

' ] artmer w“ ! T Kansas City, 











Herewith we show a 


Burrough’s Adding 
and Listing Machine 
Foot Lever Device 


It enables the operator to 


Keep both hands free for work— 
hence to attain greater speed. 
























Rod is 
attached 
here after 
hand 
lever is 


t moved. 








Rod is 
adjustable as 
shown below. 
The Spring 
prevents rack 
or strain 

by opening 
when pressure 
is too great. 


HOW IT WORKS and 
WHAT IT WILL DO— 


The Foot Lever can be attached to a 
Burroughs Adding and Listing Ma- 
chine in afew minutes. Simply remove 
handle by turning from you and pulling 
outward with slight oscillating motion. Next 
screw the rod (to which the short handle 
is fastened) in the spring about one and 
one-quarter inches of the end of the thread, 
then insert the short handle by holding it 
in a perpendicular position, and bya slight 
oscillating motion force it into the machine. 
It will then spring forward to its normal 
position, as shown in cut. After this oper- 
ation see that the Foot Treadle is about 
one-half inch from the floor on the down 
stroke; if not, raise or lower by means of 
the rod. - 

Having both hands free enables operator 


to secure greater speed; prevents errors 
in skipping items; does not tire out oper- 
ator's keyboard arm and permits of greater 
working capacity. 


Stand and Lever, $10.00 Lever Device, $6.00 
F.0.B. Los Angeles 

Agents and Salesmen wanted everywhere. Good 

sideline for adding machine salesmen. Write today 

for terms, territory, etc. Endorsed by all users. 


Los Angeles Foot Lever Company 
Sole Manufacturers 
212-213 American National Bank Building 
LOS ANGELES, CALIFORNIA 
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saving the cost of labor for atten 
That also reduces the cost to us both. 


cater to cheap trade. 


Why YOU Should be Interested ia the New Process of 


“UNDERGLAZ 


BECAUSE—Our machinery for producing the goods is as near automatic as can be made, thus 
nts. That means lower cost to us both. 


BECAUSE —The capacity of a single machine is so great that goods can be turned out quickly 


BECAUSE—The materials used are the very best. 


BECAUSE—The special way the carbon is made, and the finish produced insures not only the 
NON SMUT qualities, but the longest wear at a minimum cost. 


AGENTS wanted in territory not already assigned. 


THE PITTSBURGH DUPLICATOR COMPANY 


Manufactures the UNDERGLAZED process 
carbon papers and typewriter ribbons. 


99 CARBON 
PAPER 


We do not use cheap materials, and do not 


Samples submitted 


EAST LIBERTY STATION, 
PITTSBURGH, PA. 
































The Automatic Telephone Card Index 


is a handy attachment for any business man. 





HERE'S THE PLAN 












Any good salesman can make 








ke big money with 

this deview, because ALL BIG BUSINESS CON- 
Cc use practical and lasting novelties for adver- 
sing. The more useful they are the better they 

sell. We have sold as high as 5,000 to one concern 
for this use, and have hundreds of orders for 500 to 
t's the best, neatest and most lasting ‘‘ad"’ in 

novelty and practical form ever offered. The advertise- 
ment goes on the front or back of the device, or both 
sides on the aluminum. The great convenience 
of this device thus makes a perpetual adver- 
tisement. Why don't you cover your territory 
and make some good profits? We want agents 
everywhere. Some of our representatives make 


es high as $110 2 week selling this device in large quantities for 


ad’ purposes. 


It is a quick, in fact, 
Instantaneous Directory for 170 telephone 
numbers which you use almost constantly. Re- 
tails for 50 cents. Order one for your own 
phone, let your customers see it, and it 


WILL SELL ITSELF EASILY. 


The names are alphabetically arranged in a hand- 
some aluminum case. Easily attached or removed 
in Lminute. Hundreds of dealers sell it. For 
salesmen who visit business offices it's a great 
side line with ‘big profits—and no extra calls to 
make Weighs 4 oz. Pull down card with u.ame 
you want and it flies back. Write for data. 


We will exhibit at the Coliseum, March 17-24. Call 


at our booth and talk it over. 


Automatic Card Index Co., 
327-331 Bleecker Street, 
UTICA, N. Y. 
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SELLING BY THE THOUSANDS! 


Office Appliance, Typewriter and all 


SALESMEN Her !S « REAL 


side line for you, 
and you can carry it in 
your vest pocket. No big- 
ger than a wafer, but it 
sells like fury. All you 
need to do is to SHOW the 


Hygienic 
Telephone 
Disc— 


an antiseptic shield which covers the mouth- 
piece of your ‘phone, keeps out all germs, dust 
and bad odors. This sensitive shield is instant- 
ly slipped on, and when soiled may be thrown 
away. Costs but a trifle—one peany. Pack- 
age of 10 dises, 10c; 11 packs for $1.00; Special 
prices for quantities. Stationers all over the U.S. 
and Canada sell it. If you don’t handle them, 
get them, and benefit by the demand our general 
advertising is creating. 
AGENTS, LISTEN. 


This is the best “side line” seller for typewriter, adding 
machine and office specialty salesmen ever offered. Carry 
it in your vest pocket. Sold in large quantities for adver- 
tising pu-poses with any ‘ad’ printed on them. “Ad” 
always in sightcan't be overlooked. Very popular with 

siness houses everywhere as an advertising novelty, be- 
cause it's useful. If you want to act as agent, send 10c 
for sample and agent's proposition. Won't interfere, but 
Gt io with your daily work. 


Hygienic Telephone Disc Co. 
N. W. Cor. Third and Arch Sis., Philadelphia, Pa. 








RACE YOUR FREIGHT 


Easy and Quick 


Write 


BARLOW BROS., Grand Rapids, Mich. 


FOR BOOKLET “5” 











RIBBONS and CARBON PAPER. 


Contracted supplies in large or small quantities 


PLAIN and DECORATED Boxes 


SNELLING & SON, "ifeiimie’ 


SO. BROOKLYN, N. Y. 
Contractors to the Western Union Tel. Co. 












































Mo., and has gone to that city to assume his 
new duties. 
* * * 

Harry Clark, of Liion, who has been with the 
Remington Company for eighteen years, the past 
year in the New York office, has accepted man 
agement of the repair department in a new 
branch office opened at Birmingham, 


Ala. 


recently 


* * * 
Realty 
years 


llion 
four 
spirited 


An organization known as the 
Organization was founded about 
ago in this village by a few public 
citizens who realized the necessity and ad 


vantages of such a company organized on 
a plan to promote real estate ownership by 
the workman, who could not otherwise pur 


chase or build a home on his own resources, 


and the plan adopted by the company is not for 
the purpose of financial gain to themselves, but 


| 


allows the man with a small sum to purchase a 
home and transfer a portion of his indebtedness 
to the Building and Loan Association, where he 
ean make weekly payments. C. W. Seamans 
of typewriter fame, who was a former Ilionite, 
is president of the company, and always comes 
to the of his villagers when the ease 
requires. In this instance Mr. Seamans has 
associated himself with a few worthy citizens, 
and the company expects to erect not less than 
ten new homes the About a dozen 
homes have been erected and sold by the com 
pany in the past four years to workmen. At the 
annual meeting of the stockholders held at the 
office of John A. Giblin last evening, the follow 
ing officials were elected for the ensuing year 
C. W. Seamans, president; Samuel T. 
vice-president; H. W. McGowan, secretary; John 
A. Giblin, treasurer; C. W. Seamans, H. W. Me 
Gowan, James Conklin, S. T. Russell and John 
A. Giblin, directors; inspectors of election, 
William Hartford and Steward Hakes. 
Indianapolis, Ind. 

H. H. Simler, formerly manager for the Ren 

ington Typewriter Company at Detroit, has 


been transferred to Indianapolis. 
* * 


rescue 


coming year. 


Russell, 


R. M. Beck, who, for the last eight years has 
been employed as salesman for the Smith 
Premier Typewriter Company has been promoted 
to the management of the Pittsburg office of the 


same company. Mr. Beck’s new position will 
include the management of Western Pennsy] 


Virginia, maintaining a sub 
Beck’s home is in New 


vania and West 
office at Wheeling. Mr. 
castle. 
Kansas City, Mo. 
J. T. Thornton, the affable 
Remington Typewriter Company at 
City, has been placed on the ‘‘ Roll of Honor,’’ 
Service Badge of that 
engagement 1! 


a period of fis 


manager for the 
Kansas 


and allowed to wear a 
organization, for a continuous 
the Remington ranks covering 
years. 

This honor to Mr. Thornton, and H. E. 
der, traveling in Kansas, out of the same office, 
are the first to receive this privilege in the 
Kansas City territory. 

Los Angeles, Cal. 

Metcalf & Wilson of Los Angeles, who have 
for some time advertised the sale of the new 
‘*Stearns Visible’’ typewriter, have just signed 
a contract for the sale of the ‘‘ Fox’’ typewriter, 
and their first shipment has been made. 

Metealf & Wilson have a large equipped 
plant and Mr. Metcalf is an old experienced 
typewriter man, 

Minneapolis, Minn. 


Gon 


T. E. Haneoek, has been promoted from 
assistant manager of the Minneapolis Branch 
of the Oliver Typewriter Company to be 


manager of the Omaha office. 


D. P. David, representing the Oliver 


type 


writer, traveling from Minneapolis, was re 
eently through Mankato, Minn., placing his 
machines, and establishing an agency with the 
Mankato Free Press ¢ 
Milwaukee, Wis. 

Our ‘‘special correspondent’’ who report: 
news from Milwaukee st month, which we et 
titled ‘* Typewriter Toilers in Milwaukee, 


neglected to mention the good work being done 
by our popular friend and well known type 

writer representative, E. D. Haven, 
resents both the Monarch Typewrite1 
‘*Wales’’ Adding Machine. Our correspondet 

is invited to call at 460 KE. Water street where 
Mr. Haven two office appliances 
that he may be shown the importance of their 


who re} 


and the 


prese nts the 


being mentioned in our next batch of news sul 
mitted. 

Mr Haven, it w be remembered, was fo. 
many years the manag f the Densmore Con 


pany here, and probal ly one of the most success 

ful offices that company 
Nashville, Tenn. 

Bb. L. Foster Company have recently opened 

a handsome store directly adjoining their present 

large plant, from which they will handle type 


ever had 








writer supplies and specialties, including the 
‘*Sun’’ typewriter. 
New York City, N. Y. 

J. P. Daves, a very successful manager for 
the Fay-Sholes and Arithmograph Companies at 
Atlanta, has been made manager of the same 
company’s offices in New York. As reported 
in our last issue, Mr. Hallenbeck, acting in 
charge, retires from the company. Mr. Daves’ 
new position begins February Ist. 


* ” * 


W. H. Bracy, formerly floor salesman with the 
Underwood Company in New York, has been 
made assistant manager with the Smith Premier 
Company, succeeding Mr. Weinschenk. Mr. 
Bracy is probably one of the oldest ‘‘ Smit! 
Premier’’ men in New York, having been with 
the company many years ago in the same of 
fice. 

W. E. Ginder, formerly with the Monarch Com 
pany, is now with Alexander, McDonald & 
Green, of 171 Broadway, the hustling second 
hand dealers, and general typewriter merchants. 

» @ a 

W. F. Garvey, formerly with the Densmors 
Company, handling a New York district dealer 
ship, is now salesman with the Underwood 

o* # 

E. J. Morgan has accepted a position with the 
Underwood Company, forsaking his old love, 
the Oliver. 

One of the young ladies in the Oliver Type 
writer Company’s office at 310 Broadway, leaned 
against a large electric sign in the window with 
the result that the sign gave way, smashing the 
huge pane of glass in the front store window. 
With their usual enterprise, the Oliver Con 
pany have made the most of the accident, and 
are utilizing the incident as an advertising 
medium, 

L. C. Smith & Brothers report exceptionally 
good business with several new men on during 


February to meet the increased demands 
* * - 


bate . 
A. C. Wiles, formerly floor salesman for the i As 
Remington Typewriter Company is now em- omparison 
ployed in the billing department of the Under & 


wood Typew riter. P ae c* li ” 
: * * & in every case shows the superiority of — our line. 


The Underwood Company are enlarging their a 
; ging ee 
present quarters at 241 Broadway, which is , And as 
badly needed. They have acquired No. 3 Park , ompe on 
against the many cheap lines has only served to increase our 


Place, and are having these premises connected 
to their building, giving them an entrance on 
business, we can only conclude that we have proven the 


Park Place, besides Broadway. The alterations 
will be completed by May Ist. 


: ‘ “ *.* . . ” 

Miss C. D. Laing. for many years in charce of fallacy of the old adage, that “ competition is the life of trade. 
the employment de partment of the Smith e 
Premier Company, which she relinquished som« Because 
months ago, is once more in the same office omparison 

“ * * 

F. W. Adams still retains charge of the 2 “ oo 

billing department at the Smith Premier offic: has conclusively shown the superiority of our line, there- 


fore is one of the strong factors that has promoted our success. 
L. P. Cord, formerly salesman with the Rem 


ington Company is now a special representative ; : 
for the Underwood in New York. § Mittag & \ olger 
The Postal Typewriter Company have opened Be : 
up their office at 1364 Broadway, under the “om Park Ridge, N. J. 
charge of W. H. Guthrie. Js Manufacturers for the trade only of the most exclusive line of 
* * * Tr 
- ‘ ; Typewriter Ribbons and Carbon Papers 
r. A. Haberkorn, formerly salesman with the on the market. 
Underwood has transferred his time and energy 


to the Smith Premier ‘% : ZA Branches: 
i RP Mi ' ae % New York City, Stewart Bldg., 280 B'way 
[The Monarch No. 3, 14-inch wide carriag: Fi Chicago, Ill., 108 La Salle Street 
machine, with bichrome attachment and : Bat , 
oscillating and duplex movement, is on the mar London, 4 Queen Street Zurich, J. G. Muggli 
ket and is having a r adv sale Paris, 21 Rue Du Temple Amsterdam, Benier & Co. 


The sales of the Remington are like the Falls 
of Niagara—they go on for ever. December, 
which is usually a dull month’ for typewriter 
men, was a banner month for 1905. A. T. Rose 
reports with that cheery smile of his, that the 
sales exceeded by 25 per cent those of any other 
December in the annals of the Remington. As 























yw. 
ALL 
FIRST 
CLASS 


42 in. tong, 24 in. deep, 38 in. high 


Roll Curtain 


"Cabinet 


No. 6 Dearborn Junior Cabinet 


DEALERS HANDLE THEM 


DEARBORN DESK COMPANY 


$4300 


DELIVERED 





308 Fisher Building 
eee 
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EALERS KNOW MAKE 


EARBORN CABINETS saves 


SAVE TIME, WORRYand ERRORS—IMPROVE QUALITY of WORK—THEREPORE SAVE MONEY 
46 in. long, 31 In. deep, 45% high 





ARE 


Sold around the 


WORLD 


Untversaiiy known as 
the 


BEST 


Notice how 


COPY HOLDERS 
are placed indirect line 
of vision a 
rator tosit up straig 
Saves fully Hper cent 
of Time, Worry and 
Errors. A place for 
everything every- 
thing in its place. 
Solid Golden Ua 
guarantee the 
mort complete y pe- 
writer Cabinet ever 
sold any where nearthe 
price. We ship respons- 
ible parties on approv- 
al, to be returned at 
our expense if not 
satisfactory What 
more can we offer! 





HUNDREDS OF TYPEWRITER AND OFFICE FURNITURE 
IF YOURS DOES NOT, WRITE DIRECT TO US 


ALEXANDER A. SAMUEL, GENERAL MANAGER 
CHICAGO, U, S.A. 
NCW CATALOCLE RE 





No. 1 Dearborn Special Cabinet 


*30 


DELIVERED 


00 
































TYPEWRITER SUPPLY DEALERS 


Possesses the 


We give exclusive control. 








Coles 


following advantages: 





should not fail to send for samples of 





Will not Stencil. Outwears ordinary Carbon. 
Sensitive, although absolutely clean. 

Prints as brilliant as Ribbons. 

The most beautifully coated sheet on the market. 


A POST CARD WILL BRING A BOX OF SAMPLES. 


COLUMBIA RIBBON & CARBON MFG. CO. 
43 Murray St., New York, N. Y. 


Carbon Paper 














What are the contents of your letters, documents and card files worth 

to err? Many hundreds of dollars would hardly replace them. 
oud yon not — willingly pay a few dollars for their protection trom 

mage by fire? 

ri ; STEEL FILING DEVICES cost but a trifle more 

and por P will bring your papers uninjured through the hercest fire 

Nor 1s this the only advantage your small investment will yield, for steel 

will not shrink, bind or warp. It is moisture, dust and vermin proof 

Strength, durability rm tical indestructibility stee! offers all these— 


wood claims none 


Let Us Equip Your Office with Steel 


Let us issue you a steel clad—iron bound insurance policy on your val- 
uable papers. Not a policy that will lapse in a year —two years or ten, 
but one that will protect you for all time. We make all sorts of filing 
devices in Standard Sizes. If we have nothing in stock that will meet 
your demands, we will make it to your order ‘e are prepared to 
equip the smallest office ot the largest courthouse, public library or bank 


BERGER’S “STEEL SECTS” 


pny ha in all Standard Sizes meet most requirements. There 
are document files, correspondence fies, card ~_ hles, check files, 
roller shelving and other devices in sectional si 

Our free catalog ue 29 J. fully describes he “BE RGER PRO.- 
TECT ION SY STE MS. Write for a copy to-day. Let us see 
your cations, we will furnish free estimate and suggestions 
Promptly 


The Berger Mfg. Co., Canton, Ohio 





for the prospects for 1906—they are simply 
great. s« & 

Mr. John Hadecock, the genial manager of th« 
Smith Pre ymier Company who resigned his Metro 
politan office, is now comfortably engaged wit! 
the Frank Presbrey Company, general advertis 
ing agents, in their New York office. Mr. Had 
eock has contemplated making a change fo: 
some time, and his engagement in the new fie! 
was a move figured on many months ago. Mr 
Hadecock has many talents that will make hi: 
very valuable in the advertising field. 

* - >. 

3ert Heaps, who has been in the New York 
office of the Remington Company for some tim: 
has left for San Francisco, where he will accept 


a position in the office of the same company 


New Haven, Conn. 
By our Special Correspondent 

M. C. Ferguson, local dealer for the Olive: 
typewriter, has secured the agency for thi 
Blickensderfer and Pittsburg Visible ma 
chines. He has secured a swell window 
Typewriter Row, and reports a good business for 
his goods. He is a hustler, and the other con 
panies will have to look sharp to their laurels 

. * * 

P. G. Partridge, Fairfield County salesman fo: 

the Smith Premier Typewriter Company met 


with a very painful accident recently, having 
broken his leg while alighting from a moving 
train The physician says he will not have 


chance to chase after 
couple 1f months at least 


* . 


fy rospectives’’ for " 


The Remington Typewriter Company of this 
city reports an excellent business for 1905, in 
fact the best business in the history of the 
office. Howard J. Price won the prize offered . 
by the company for increased sales. The first 
prize offered, was won by W. H. Barnes. 

+ * . 

J. Hanford, formerly of the Smith Premier 
Company but now representing the L. C. Smith 
Bros. in Connecticut, was in New Haven last 
week, seeking quarters for their new office. He 
is ably assisted here by Mr. H. L. Evans, former 
manager for the Williams Typewriter Company, 
in this city. — 

The Underwood Company are doing a nice 
business here under the management of G 
Clarke, formerly of Kansas City. Mo. Mr. 
Clarke has gained quite a number of new 
friends in this field, and has succeeded in secur 
ing the services of E. A. Carrington, formerly of 
Montreal, another typewriter salesman of high 
ability. This is a strong combination, and they 
are making good. 

* 

E. A. Hart, manager of the Hammond Type 
writer Company is still in this territory deliver 
ing ‘‘the goods.’’ They report larger sales than 
ever to the Yale College, as their machine is ex 

dingly popular in that institution. When Mr. 
Hart gets after them in his ‘‘Red Devil’’ very 
few of them escape. 

> 7 

Messrs. Curtiss & Bradley, stationers, hav: 
taken the agency of a number of ribbons and 
earbons, amongst which are Kee-Lox, M. & M.., 
Bayers’ Best, ete., and say business was never 
hetter. 

Omaha, Neb. 


F. T. Shepard, who sueceeded Irving Franks 
in the management of the Fox office here, is ar 
old typewriter man, with a number of years’ ex 
perience in the selling organization of some of 
the largest companies and brings to the Fox 


Company an amount of experience that cann 
help but spell ** success.’ 

The Fox company have 
business in Nebraska and have a finely equippe 
office in Omaha. : 


Oklahoma, O. T. 

John B. Yauger, formerly of Houston, Tex., 
has formed a partnership with O. L. McFall 
and are now located at 9 North Robinson street 
Oklahoma, and handle the Fox typewrit« 
phonographs, adding machines and office appli 
ances of various kinds. The firm name is Yau 


ger & MeFall. 


always enjoyed good 








Owensboro, Ky. 

Gilbert Holbrook of this place is representing 
the Fay-Sholes, and A. L. Racéner of Evansville, 
who controls the territory for this machine, was 
in Owensboro recently extending their business. 

R. L. Merrigan, proprietor of the Owensboro 
['ypewriter Exchange, has returned from Terre 
Haute, where he purchased the entire stock 
of the Duncan Typewriter exchange, consisting 
of some ninety machines and supplies. He has 
also secured a line of stationery and book sup 
plies, and will therefore be better able than 
heretofore to handle business. 

Portland, Oregon. 

C. E. Corey, one of the ‘‘Corey Brothers,’’ 
formerly of Denver, is now with the Underwood 
organization in Portland. The Underwood com 
pany have new quarters at 291 Stark street, 
and as the building is a new one, the quarters 
are all that could be wished for as a typewriter 
establishment, with ample space in a basement 
below for storage, et« 

‘*Proof of the pudding’’ received from Port 
land indicates that L. & M. Alexander & Co., 


through their local manager here, Mr. H. E 
Stemler, are placing a good many of the ‘‘Smith 
Brothers’’ machines in this territory. 
Portland, Maine. 
E. H. Cushman, formerly of the Underwood 


Company has accepted a position in the drafting 
room of the Packard Motor Car Company of 
Detroit, Mich. 


* * 
Mr. Ramsey, of the Oliver Company, who has 
for the past two years been traveling in Maine, 
has been transferred to the Chieago office. 


A. K. Cushman, formerly of the T. B. Beals 
Company of Portland, has accepted a position 
with the Remington Company in this city, and 
is proving to be a clever salesman. 

The Portland Typewriter Exchange has been 
incorporated, with a capital of $10,000. J. A. 
Lord, president; T. D. Chamberlain, treasurer. 
The company will make a specialty of type 
writers and supplies. 

Park Ridge, N. J. 

Mr. F. O. Mittag, whose picture appears in 
this issue, and now the only surviving member 
of the firm of Mittag & Vogler, is enjoying a 
sojourn in Europe, hitting the high places in 
Paris and other foreign metropolitan centers. 
Mr. Mittag will return to the ‘‘center of the 
universe’’ about the 15th of February. 


Pittsburg, Pa. 

Owing to the fact that the Dallmeyer Building 
is to be demolished, the Pittsburg office of the 
Smith Premier Typewriter Company are com 
pelled to look for new quarters, and as there 
are no ground floor offices vacant on Fourth 
avenue the Smith Company will be required to 
either take upper floors or seek a new street 

Parsons, Kan. 

C. B. Hoyt, representing the Oliver typewriter 
was recently in this city, trying tc convince 
the people that his is ‘‘the only’’ machine on 
the market 

Philadelphia, Pa. 

{. P. Ward, who is well known in Philadel 
phia in typewriter circles, and formerly a part 
ner in the Standard Typewriter Exchange, is 
now the proprietor of a company of his own, 
known as the Cash Typewriter Exchange, with 
offices at 616 Perry Building. Mr. Ward is look 
ing towards engaging a good typewriter repairer, 
to assist him in filling the demands made upon 


~ 


nis time n special inspe etions and repairs 
. * 


The U. 8. Typewriter Ribbon Manufacturing 
Company, whose new advertisement appears in 
this issue, advises that the business is increasing, 
and that they are ‘‘very busy,’”’ so their line 
must he tehing o7 

Pittsfield, Mass 

Early reports had it that the Blake typ 

writer company might locate in Pittsfield, but 


later advices indicate that there is little chanes 
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alongside 
machine, and see how definitely it proves its 


Ask for 


Te e H ent LO the Show’ 








Universa 
Avoinc Macuine Co, 


3823 LACLEDE 
LOUIS, MO. 














Don't buy ana Adding 
Machine—buy ¢%e one. 








“The” is the definite 
article, and the 


New No. 5 


Electric 


Universal 


Appinc MacHtne 


is the most definite article 
you ever saw. So defi- 
nite indeed, that you 
may have one of them to test right in your own 
any other adding 


advantage over head adding or any other machine 
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DECALCOMANIA 


Name Plates Decorations Trade Marks 


Every article you manufacture, job or sell, ought to bear your 
name, address and trade mark in the most distinct 
and artistic manner possible. 


Decalcomania transfers is the only process by which you can apply 
your name to various articles in various colors and gold. We 
make a specialty of designing name plates and trade marks that 
catch the eye and make favorable and lasting impressions upon the 
people you wish toreach. It is the best investment you can make 
from an advertising point of view. Write us for our suggestions. 


es. 18 THE MEYERCORD CO., = 


Chamber of Commerce Blidg., CHICAGO, U. S. A. 








Die Meyercord Gesellschaft in Chicago ist die ptf Meyercord Cie 4 Chicago est la plus grande et 
roesste und erfolgreichste in der Erzeugung ~ le plus couronnée de succés du monde comme 
er Decalcomania Abzugbilder (Transfers) in ea manufacturiére de Decalcomania Transferts, 
der Welt, welche nach jedem civilisierten Platze and elle envoie son produit 4 tout pays civilisé, 
ihre Producte sendet. Theilet uns Eure Wuen- FRENCH Adressez—nous, en nous disant ce que vous de- 
sche mit und wir senden Euch Muster, Preise sirez et nous vous enverrons des échantillons, 


Bw 
und Vorschlaege spesenfrei. TRADE des pris et des suggestions gratis. 






































20th CENTURY STENOGRAPHER 
BOOK MARK—PENCIL HOLDER 








THIS little device is something that every Stenographer 
8 


hould have on their note book. With it you can find 
your place without the loss of a second and your pencil is 
always where you can put your hand on it. It is the 
greatest time saver ever offered to the Stenographer. For 
sale by dealers, or sample sent prepaid from factory on 
receipt of lic, silver or stamps. :: Agents Wanted. 








J. H. JAMES MFG. CO. :: Fort Scott, Kansas 











The Rotary Lineograph 


CLEAN SIMPLE EXPEDITIOUS 
Weight, complete, 8 lbs. Prints anything from a postal to foolscap 


The most modern, simple and rapid 

duplicating device on the market. 
IMPORTANT Lineograph Machines are sold without restricting 
—————————= the user to purchase or use our Supplies. We make 
the best and scientifically adapted materials, regardless of the great 
reduction in our selling prices from those which hitherto obtained, and 
are under no necessity to resort to expedients other than the superior 
excellence of our goods to retain patronage. Send for Price Lists 


and descriptive booklet. AGENTS WANTED 
The Lineograph Company, 


Makers of Duplicators and Supplies 
2 FULTON STREET, NEW YORK, U. S. A. 


























the Columbia Envelope Moistener 


moistens stamps, labels, or envelopes just enough to make them 
stick securely. Simple, reliable, durable—sanitary and remains 
so, does not remove gum-—time saving. 


Retails for $1.00; If your jobber will not supply you, 
write us. Agents wanted. Send for terms. 


Fill with water once a week Rozelle Mfg. Co., 92-94 Liberty St., New York 


No other attention 





























of this. A second meeting of those interested 
was held for the consideration of the offer from 
the Blake company, which has not yet been 
made public, 

Reading, Pa. 

The Charles F. Courtner Company of Reading, 
general local agents of the Williams typewriter 
in this field, have added the agency of the 
‘*Sun’’ typewriter. 

Raleigh, N. C. 

John R. Harder, manager of the Capitol Type 
writer Company of Raleigh, paid New York a 
visit in January. 

* * * 

The Central Typewriter Company of Raleigh, 
has been organized to handle the Sun Type 
writer. 

Rochester, N. Y. 

C. W. Lockwood, formerly salesman in 
Rochester for the Remington Company has been 
made manager of this office, succeeding Mr. B. 
I’. Hamil, who is now in Detroit, for the same 
company. 

The Fox Typewriter Company have recently 
made a change in their branch office here. H 
D. W. Mackeye releasing R. D. Johnson, who had 
temporary charge. 

Mr. Mackeye is a typewriter man with a large 
amount of experience, and will have no difficulty 
in keeping the Fox to the front in this territory 

Mr. Johnson has been transferred temporarily 
to their branch at Toledo. 

Ridgefield, Mass. 

The Perry Typewriter Company has been in 
corporated here with a capital of $10,000. The 
incorporators are: George H. Bruder, Amy G 
Baleom, Catherine H. Fuller and Harry R. 
Carpenter. ; 

Rutland, Vt. 

Howley Brothers, well known young men of 
Rutland have purchased the entire stock of the 
Coolidge Cycle Company at 18 Center street 
The new firm of Howley Brothers will handle 
a line of sporting goods, talking machines and 
typewriters. 

Mr. O. H. Coolidge has entered another line of 
business. 

San Francisco, Cal. 

The Pacific Typewriter Company, who have 
been handling the Sun Typewriter on the Pacific 
coast, and for some time past located at 638 
Market street, have taken larger quarters at 
117 Sutter street, next door to the Menarch 
agency. This is the location held for many 
years by Geo. C.. Borneman & Company with 
the Blickensderfer. 

* = « 

With the greater demand for ‘‘electric’’ type 
writers and ‘‘visible’’ writing machines, the 
business conducted by Geo. C. Bornemann & 
Company have located at 312 Market street, 


| which brings them on the main street of this 


great western metropolis. 


Warren G. Baker, for some years with 
Marshall Field & Company of Chicago, has 
joined the forees of The Pacific Typewriter Con 
pany as assistant manager to Mr. R. C. Bruch 
mann. — 

Probably the most important resignation to b: 
recorded this month on the part of a typewriter 
man, was that of W. G. Chamberlain, who has 
been acting as assistant manager for the Rem 
ington Typewriter Company in San Francisco. 
After many years of active service as a sales 
man with this company on the road, Mr. Chan 
berlain has been assistant manager for a year or 
more. Mr. Chamberlain retires for the present, 
from the typewriter business, to devote his time 
to private matters, but it will not be long be 
fore his abilities will be felt by competitors 
in the same field. 

Mr. Chamberlain is one of the few men who 
knows how to sell goods without talking. He’s 
a- good listener, followed by actions—not words 
Result business, 

A suit was filed recently in the Superior Court 
at San Francisco by Walter Wright, the well 
known typewriter man, against Simon Erlanger, 





Mr. Wright alleging $12,500 to be due him on 
breach of contract. It is claimed that the de 
a 


fendant agreed to give Wright employment pro- 


viding he would procure for him the Pacific 
coast agency for a certain typewriter. Wright 
asserts that this was lone, but that the de 
fendant has failed to rry out his part of the 


contract 


On January Ist, the American Multigraph 
Company of Cleveland opened a branch office 
in San Francisco, located temporarily at 518 
Rialto Building. The Multigraph Company in 
tend to develop their business from San Fran 
cisco, gradually enlarging their coast business 
with branch offices at Los Angeles, Seattle and 
Portland. The interest of the Multigraph in 


the Pacific Coast territory is under the manage 
ment of Walter Wright, a well known typewriter 
and office appliance man, who has had experiences 
covering both the eastern and western field. 


St. Louis, Mo. 

Mr. Joe Gottlieb, the proprietor of the Modern 
Typewriter Supply Company of St. Louis has 
increased the capital stock of his company from 
$2,000 to $20,000, wit] assets of $10,878.70; 
liabilities, nothing. 

With the inereasing of his capital, Mr. Gott 


lieb will remove his offices to 614 and 616 Pine 
street, near 7th next to the Glohe-Democrat 
Building. The new quarters will comprise two 
floors of space, and allow his new company to 
carry one of the largest stocks in the Missouri 
territory, and many new office specialties and 
appliances will be added as soon as they are able 
to acquire them. 
* 

Paul McArthur, the preacher-poet-salesman 
with the Oliver Typewriter Company in St. 
Louis, is still as interested in the typewrite 


business as he ever was, but is now making a 


special study of psychology. 


Springfield, Mass. 


One of the first public demonstrations of the 
new ‘‘Noiseless’’ typewriter, to be manufa 
tured in Buffalo, N. Y., was made recently in the 


school-room of the Springfield Business College, 

with Miss Mae E. Carrington as an operator. 
This machine, possessing most of the features 

of other machines, has as an additional feature a 


noiseless operation, due to the fact that th 
type-bars are pressed against the paper, instead 
of hitting the paper \ new principle is in 
volved, which we hope to show our readers wit] 


in a short time, 


Mr. G. Waldron Blake, of the Blake Type 
writer Company was in Springfield recently to 
acquire the manufacture of his company’s ma 
chine in this city. 

Saginaw, Mich. 

C. W. Peru has been appointed resident sales 
man for the Remington typewriter, with offices 
at 417 Bearinger Building. Mr. Peru comes 
from Cadillae, Mich. 

Stamford, Conn. 


Mr. Geo. C. Blickensderfer, president of the 
Blickensderfer Manufacturing Company sailed 
for Europe for a month’s vacation, returning 
about the end of February. 

Salina, Kan. 

R. G. Nichols, representing the Remington 
'ypewriter in central and western Kansas, has 
received official notification that he has won 
the prize offered by his company for the best 
business done during the past six months. Th 
prize was $50 in cash, open to all in the Kansas 
City general territor 

Syracuse, N. Y. 

The ‘‘Foree of Life Company,’’ which has 
been attracting so much attention in the papers 
recently, has been sued by the Remington Type 
writer Company rver four typewriters of 
their make which this firm has been using 

William Allen Dyer, secretary and treasure 
of the Smith Premi [Typewriter Company, has 
been made a director of the State Bank of Syra 


Syracuse Trust Company. 


—— 
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THE NEW TRI-CHROME 
@ 





Typewriter produces black, purple or red 
typewriting at the will of the operator 


























Black Typewriting Purple Typewriting Red Typewriting 


With the lever at this point the machine Moving the lever to this point throws With the lever like this, red typewriting is 
writes an indelible black, producing letters the purple portion of the ribbon into place, secured, making it possible to bring parts of 
and documents to be preserved as perma producing typewriting from which letter- letters or documents into strong prominence; 
nent records press copies may be taken. also indispensable in making out bills and 

Statements. 

These three kinds of typewriting, covering every business need, are 
at the instant command of the operator of the New Tri-Chrome Smith 
Premier. No changing from one machine to another—no changing 
of ribbons. Simply a movement of the little lever on the color frame, 
and the machine is ready for the work required. 

All the strong and appealing features of former models are included 
in the New Tri-Chrome machine. It is better than previous models 


because this new feature gives it an even greater sphere of usefulness. 


The Smith Premier Typewriter Company 


Syracuse, N. Y. Branch Stores Everywhere 


SOMETHING JUST A LITTLE BETTER 


HE progressive business men of the country do not want something “ just as good,” but something * just 
a little better,” when it comes to typewriter supplies, which determine the character and appearance 











of their business correspendence 
** ()uality and Durability’ are the only items thought of in the manufacture of the “Du-Ra-Bul ‘a Ribbons. 
Have you tried them ? 
If not, you have missed one of the “ really good things.” 


AMERICAN AGENCIES: 


Boston Minneapolis Hartford Harrisburg Buffalo Omaha 

Cleveland Grand Rapids Toledo Kansas City Chicago St. Joseph 
St. Louis Los Angeles Cincinnati Detroit Pittsburg Springfield 
Washington Albany Baltimore Columbus Philadelphia Providence 


New York City Representative: The Ransom-Parker Co., 4-6 White Street. 
THE DODGE COMPANY, MANUFACTURERS, SYRACUSE, N.Y., U.S.A. 
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How an Investment of 50 Cents Will Insure You 











Against the Loss of Many Dollars 


Refusing to protect yourself from loss 
a, = telephone charges, because it 
never happened tones, is like refusing to 
purchase or use a check protector because 
you never suffered at the hands of a for- 
ger. How easy it is for visitors in your 4 
absence to request the privilege of using 
your phone! How easy for janitors, 

elpers and others. having access to your 
office or store after business hours, to make 
use of your phone without limit! When 
the bill comes in at the end of the month, 
you know nothing about it, but you must 
settle—it was your phone. These are 
but instances of the many wee by which 
you may be compelled to pay bills of any 
where from a dime to many dollars, which 
you never contracted 


The Phone-Lock 


Keeps Down Your Telephone Bills, 


Prevents the unauthorized use of your 
‘phone for Lecal or Long Distance 
calls. The man who misuses your phone 
has no regard for distance or length 
of conversation Every day hundreds of 
business men find themselves imposed 
upon. The next visit of the telepbone 












































company's collector may reveal the fact 








that you too have suffered. Prevent such 
ONE loss by ordering a PHONE-LOCK today Apply to your dealer. 
K If he can’t supply you, 
PHONE-LOC Remit 50 cents 
WITH 2 KEYS Used on wall or desk phones Locks and let the Phone-Lock 
automatically—opens with a key—oper , 
50c ates instantaneously — made in 60 vari- prove it’s worth. 
ations We prepay the charges. 


Tan't the protection this lock affords worth many times the price we ask? 


THE BUSINESS UTILITIES COMPANY Srzissucczs 94 WARREN STREET, NEW YORK 














T 


cles 


Salt Lake City, Utah. F. P. Stewart and W. W. Baeon are the incor 
he Utah Typewriter Exchange has filed arti porators, 
of incorporation to do business in Salt Toledo, O. 
Lake City. The capital is $6,000. F. A. Timby, L. C. Peters, who has been manager for the 














BLIGKENSDERFER 


Visible Writing 
Unlimited Speed 





Permanent Alignment 
Back Spacer 
Decimal Tabulator 


Automatic Printing 
Automatic Key Release 


Automatic Line Spacing 
Automatic Controi of Uniform Impression 
Carriage Free Carriage 
Direct Inking 


Automatic Tabulating 
Automatic Margin Lock 
Automatic lacrease of 
Power for Manifolding 
Strength and Durability 


interchangeable Type 

Beauty of Work 

Light Touch 

Interchangeable Carriages 
(aay length) 





An Entirely Automatic Typewriter. Catalogue upon request. 


The Blickensderfer Manufacturing Company 


Executive Office and Factory, Stamford, Conn. 


New York, Philadelphia, Pa., Chicago, Iil., 
240 Broadway. 709 Chestnut Street. 277 & 279 Dearborn Street. 

















Fox Typewriter Company, at Toledo, has re 
signed his position, and will probably open a 
general typewriter exchange, and deal in sup 
plies and office appliances. 

Mr. Peters has been with the Fox company for 
some four years, and is succeeded by R. D. 


Johnson. o a » 

The Remington Typewriter Company has re 
moved their Toledo office to 338 Huron street 
with T. T. Malleson, formerly of the sales force 
in New York, as district manager. 

Woodstock, Il. 

The Oliver typewriter factory here is having 
a great run of business. Nearly 700 employes 
are engaged in the making of this popular ma 
ehine, and are working three and four nights a 
week, 

Washington, D. C. 

N. M. Minnix, of Washington, has incorpo 
rated, in Virginia, the N. M. Minnix Company; 
capital, $15,000. N. M. Minnix is to be presi 
dent and treasurer and E, 8. Emery, secretary. 
The company will manufacture, sell and deal in 
tvpewriters, office furniture and appliances. 

Wichita, Kan. 

H. KE. Gonder, local representative of the 
Remington Typewriter Company, has placed his 
name on the ‘‘roll of honor,’’ and is now able 
to wear a service badge, covering a period of 
five years’ continuous service with the Reming 


ton « ompany. 
2 . * * 


Geo. W. Bryan, of Wichita, is now handling 
the ‘‘Sun’’ and Williams’ typewriters in this 
territory. 

Wilmington, Del. 

H. B. Thatcher, formerly agent in Pennsy! 
vania district for the Remington company, has 
been made manager of the Wilmington office of 
the Underwood Typewriter Company. 


; FOREIGN TYPEWRITER NEWS ; 


Toronto, Canada. 
R. Bennett, late of the Monarch Typewriter 
Company, of Toronto, has returned to his old 
camping ground, with the Underwood company. 


* * 





Messrs. Newsome & Gilbert, dealers in sta 
tionary and typewriters, have removed from 15 
Adelaide street to Jordan street. 

United Typewriter salesmen to the number 
of sixteen recently enjoyed a banquet at the 
King Edward hotel, where their successful busi 
ness for the past vear was reviewed. 

Will H. Newsome, agent for the L. C. Smith 
typewriter, has moved his office from King street 
to 5 Adelaide street. They ’re getting well 
bunehed together her: 

No less than ten different machines are rep 
resented in this city, all with different offices 
It would be hard to find the typewriter pot koil 
ing more strenuously than it does here. 

Hamilton, Ont. 

The United Typewriter Company has pur 
chased a new three-story building, with a 40 
foot frontage, at the corner of Hughson anid 
Main street, Hamilton, Ontario. This building 
will be fitted up after a model of the Toront: 
office, which is considered the finest typewriter 
office in Canada. It is the intention of the 
United Typewriter Company to have the sam: 
class of stores throughout all their branches. 

Winnipeg, Canada. 

Charles M. Gregg, a native of Toronto, and 
formerly with Messrs. Herbert, Mills & York 
has accepted the management of the Smit} 
Premier typewriter, handled by the National 
Machine Company, general Canadian agents. 

Mr. Gregg, although a young man, has th 
kind of ‘‘grit’’ that takes him through the ex 
periences necessary for success, and has what, in 


the States, is a card to many good positions, and 
is recognized by Americans as being indicativ: 
of ‘*push,’’ effort and the sticking powers that 
make a good salesmar his hair 








India. 

F. D. Phinney, of the American Baptist Mis 
sion Press, Rangoon, is given the credit for the 
encouragement and success in the use of typ 


Burma, 


writers in Burma. 
Vienna, Austria. 

Hardmuth, of Vienna, are genera 
agents for the Fox Typewriter Company, and 
during the past three years have sold hundreds 
of these machines. A recent order of 50 were 
equipped German, Polish and Hungarian 
keyboards. 


Thever « 


with 


Berlin, Germany. 

We regret exceedingly to report the 
death, on December 20 last, of a fellow pub 
lisher, Mr. Rudolph Christian Meyer, of Berlin, 
Germany, publisher of the Schreibmaschinen 
Revue, a monthly journal devoted to the in 
terests of typewriters and general topics. Mr. 
Meyer was born in 1873, but during his short, 
but eminently successful, business career had 
established a wide acquaintance among the of 
fice appliance interests of Germany. 

At one time Mr. Meyer was connected with 
the Smith Premier Typewriter Company, but sev 
ynnection in 1904 to establish the jour 


sudder 


ered his e« 
nal mentioned. 

His death is greatly mourned by the fraternity 
in the land of his nativity. 

The Schreibmaschinen Revue will be continued 
and published by others, who are well fitted to 
handle such an organ. 

‘ 
ewriter business in Berlin is making 
es. While a few years 

were very few salesrooms for the sale of writ 
ing machines, we can now refer to quite a num 
her, among them being Bluen & Co., Grogen & 
Richtmann, A, 3everlein & Co., Seidel & Nau 
Glogowski & Co. and others, the last 
Burroughs Adding 


The ty I 


rapid = strid ago there 


mann, 
named also representing the 


Machine, as well as a superb line of office furni 
ture, 
Cologne, Germany. 
Fritz Magnus, former representative of the 


is now resident manager of 


Caligraph typewriter, 
reports splendid 


the Monarch typewriter, and 
progress in his new connection. His 
surrounding territory 


agency 
covers Cologne and the 

The firm of Adolph Speck, formerly 
the ‘*‘Fox’’ typewriter, has taken the sale of 


the ‘‘Salter’’ 


selling 


typew riter 


Wilde & Co. have also enlarged their quarters 
and are making great preparations for the sale 


of the Bar-Lock’’ typewriter. 
Russia. 

The Russian minister of the interior has cde 
creed that typewriters may be sold upon proper 
permission from the police department, violation 
of which rule is punishable by a heavy fine 


And still some people talk of ‘‘ darkest Africa 


Austria. 

The military cabinet of the King of Austria 
has installed the ‘‘Bar-Lock’’ typewriter 
throughout the entire department. 

Fine oftice furniture of American make finds 


a good market in Europe, particularly in the 


leading German cities. 





PROPOSALS FOR SUPPLIES. 


Commission, Washing 
1906. Sealed proposals, 
in triplicate, will be received at the office of 
the General Purchasing Officer, Isthmian Canal 
Washington, D. C., until 10:30 a. m., 
February 19, 1906, at which time they will be 
opened in public, for furnishing Numbering Ma- 
chines, 225 Reams of Mimeograph Material, Pa- 
per, Twine, 10 Typewriters, Desks, Filing Cases 
and Guides. Blanks and full information ma 
be obtains from this office, or the office of t! 
Assistant Purchasing Agents, 24 State street 
New York City; Custom House, New Orleans 
La.; 36 New Montgon street, San Francis¢ 
Cal., and 410 Chamber of Commerce building, 
Tacoma, Wash., also from Chief Quartermaster 
Department of the Lakes, Chicago, 


sthmian Canal 
January 


Office | 
ton, D. ¢ 


Commission, 


we 
way 


OFFICE 


New York Belting & Packing Co., Ltd 


1 September of this vear we pur 
chased from you a new Monarch 
a which we are using 
! ion to other styles of ma 

nes. We 


‘ 
you that thi 
u 


HN M1 
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LYON & HEALY 




















150 Lake Street Chicago, Dec. 1, 1 
. ~ T, 1905 
Chicago, Nov. 20, 1905 Answering yours of the 28th ult., wil! 
say we have had very results 
ed machine up to date, it hav- 
ing died all work in a satisfac- 
tory manner. 
Very truly yours, 


Lyon & HEALY 
by Wade 


are pleased to advise 


s machine is giving 


‘llent satisfaction, and 

1 that it is in ever 

et my standard i 
Yours truly, SS ge 


ee 


Manager 







A year’s hard 
usage in thousands of 

business offices through- 

out the world has proved 


The 
Monarch 


Visible 


what we claimed it to be a year ago— 
the Typewriter of the Present 
and of the Future 






































THE MONARCH TYPEWRITER COMPANY 
209 Wabash Avenue, Chicago, Ill. 


Chicago, Il. 
Nov. 29, 1905 


I wish to speak 
in terms of the 
highest praise for 
the Monarch Type- 
writer, feeling as 1 do, 
that it is all the name im- 
plies and even more. 

Ihave now given this machine 
a very severe test and, were it 
not that | had found it up to date 
in every particular, always ready 












General Offices & Factory, Syracuse, N. Y. 


your letter of the 
ath. inst we beg 
to advise that we 
have been using the 
Monarch Visible Type 
writer for a period of about 


seven months and it has done 

very satisfactory w rk for us to meet the demands of our business, 

indeed. Upto the present time among which are Neatness and Accura- 

it has not cost us a cent for repairs cy, these favorable expressions could not 
i we are very glad, indeed, to be be elicited from this source. 

able to say a good word fo Success to The Monarch, 


Lake SHORE LACKAWANNA Fast FREIGHT Love 
[Signed] F, B. Emery, General Agent 



























What Is Daus Tip- lop: 


that Daus’ ‘Tip Top” Duplicator 
0 rove is the best, simplest, and cheapest 
device for making 


\ . 
100 copies from Pen-written and 

50 copies from Typewritten original 
we are willing to send a complete “ without deposit 
on ten days’ trial. 

No mechayism to get out of order, no washing, no press, no 
printers’ ink. The product of 23 years’ experience in Dupli- 
cators. Price for complete apparatus, cap size (prints 8% in. 


by 13 in ). $7.50, subject to the trade discount of 4 per cent., 
or $5.00 net if you mention “Office Appliances.” 
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Felix G.J.Daus Duplicator Co., Daus Bldg., 111 John Street, New York 
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$ CASH, TIME, ADDING AND CAL- $ 

» 
$  CULATING MACHINE NEWS 








Atlanta, Ga. 

John H. Baskin, who has been stationed at 
Macon, Ga., for the past year, in the employ of 
J. W. Burke Company, has accepted a position 
with the Universal Adding Machine Company, 
with headquarters in Atlanta, covering central 
and northern Georgia. 

Mr. Haskin operates under the management of 
L. B. Graham, who has headquarters at Bir 
mingham, Ala. 

Besides being a most excellent and successful 
salesman, Mr. Haskin is an experienced manager, 
and is responsible for much of the success of 
J. W. Burke & Co. in their loose leaf business, 
which is the largest manufacturing plant of its 
kind in the south. 

Birmingham, Ala. 

L. B. Graham, southern sales manager for the 
Universal Adding Machine Company, with head 
quarters in Birmingham, recently spent a few 
days in St. Louis visiting the factory of the 
company. 

Butler, Mo. 

This city hopes to secure the factory for the 
manufacture of the new Commercial adding ma- 
chine, which, it believes, will ‘‘add greatly’’ to 
the town. They ought to go to Detroit and see 
how they ‘‘ multiply.’’ 

Binghamton, N. Y. 

The International Time Recorder Company has 
secured an order requiring the Bundy Time Re- 
cording Company, of Syracuse, to give $10,000 
bonds in a suit for infringement of patent. 


Chicago, Ill. 


The extensive business enjoyed by the Chi- 
eago office of the Burroughs Adding Machine 
Company, under the able management of J. F. 
Gillen, has proved too large for their present 
quarters, and new and larger salesrooms are now 
being looked for, and a ground floor position will 
be secured if possible. 

. * * 

The decision in the infringement suit sustain- 
ing the Felt patent, by Judge Kohlsaat, is given 
in another column. 

Dayton, O. 

The National Cash Register Company, incor 
porated under the laws of New Jersey, will be 
made an Ohio company, and are now applying 
for a charter under that state. The removal 
of the double liability law in Ohio is responsible 
for this decision of the National company. 


Dallas, Tex. 

Elbert Beeman, the hustling agent for the 
Standard Adding Machine Company, of St. 
Louis, reports that business along his way is 
good, and continuing prosperous. 

Detroit, Mich. 

The Eureka Adding Machine Carriage Com 
pany, of Detroit, who manufacture a moving 
adding machine stand, as shown in this issue 
elsewhere, established a branch of their com 
pany at Windsor, Canada, and will manufacture 
carriages for both typewriters and adding ma 
chines, 

Members of the toolmakers’ and machinists’ 
class of the Y. M. ©. A. were given an interest 
ing talk by P. 8. Souders, the retiring foreman 
of the Burroughs Adding Machine Company, who 
leaves shortly to accept a position in Rockford, 
Til. 

A well contested fight, made by the Bur 
roughs Adding Machine Company, of Detroit, 
before the local corporation council, was the 


means of preventing saloons being established in 
the neighborhood of their factory. 
The influence of this fight by the Burroughs 
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company has affected the entire political spirit 
of the city of Detroit, as far as saloon licenses 
are concerned, and a few more factories should 
take heed. a a 

The News-Tribune, of Detroit, in commenting 
on the growth of factory business in Detroit, 
has the following to say concerning the Bur 
roughs Adding Machine Company: 

Aside from the great volume of business in 
dicated by this year’s acts of incorporation, 
there are some features that are more than ordi- 
narily interesting and significant. The incorpo 
ration of the Burroughs Adding Machine Com 
pany, successors to the Arithmometer Company, 
accounts for $5,000,000 of the total capital. 
That there is nothing speculative about this 
large investment is indicated by the fact that 
the capital was all taken by five individuals, 
and has never been placed on the market. The 
original company moved here from St. Louis 
less than fifteen months ago, has made a large 
addition to its plant within the present year, 
and has added one more to the list of specialized 
industries in which Detroit outranks every other 
city in the country. 
* * o 

The National Cash Register Company, of Day- 
ton, Ohio, has filed suit in the United States 
circuit court against Anthony Weiler, of this 
city, for infringement of one of its patents. 
According to the National company, the cash 
registers manufactured by Weiler, who does busi- 
ness under the name of the Weiler Cash Reg 
ister Company, contains infringement of sev 
eral of its patents. The present suit is based on 
one of these patents. An injunction to prevent 
further manufacture is asked, also an aecount- 
ing for profits and damages for past infringe 
ment. More suits are expected to follow on 
other patents claimed to be infringed. 





New York City, N. Y. 


The Baldwia Recording Adder Company, of 
New York, has been incorporated here by F. 8. 
Baldwin Bennett, with a eapital of 
$16,000, 


and J. R. 

From the Pratt Institute in Brooklyn, the 
New York Adding T'vypewriter Company has se 
lected W. K. Schuyler for their tool department 
at Orange, N. J. Mr. Schuyler was a machinist 
before he entered the Institute, and now that 
he has perfected his studies is earning a good 
salary from the new company. 


* . * 


One of the most important changes in the 
Office Appliance field in recent years is the 
change in the management of the New York 
office of the Dey Time Register Company. On 
December 1 Mr. William Rockwell, who has had 
charge of this office for several years, was called 
to the home office at Syracuse to become sales 
manager, and Messrs, King and Chorpenning 
were put in control here. These men have been 
associated with the time register business for 
many years. Mr. King is practically the ‘‘dean’’ 
of time register salesmen, while Mr. Chorpen 
ning has been Dey time or National 
eash registers for the last twelve years. The 
Dey Time Register Company evidently made no 
mistake when they put these gentlemen in 
charge, as in their first month they carried off 


selling 


the banner for the most sales of any office in the 
United States, their total sales for the month 
aggregating eighty odd registers in the New 
York territory. 

Philadelphia, Pa. 
Heinrich, the newly appointed dis 
trict sales manager for the Universal Adding 
Machine Company in Pennsylvania and the 
District of Columbia, has opened his Philadel! 
phia office at 716 Chestnut street, ground floor, 
thus permitting of a window display. 

Providence, R. I. 

Before Judges Colt, Putnam and Lowell, in 
the United States circuit court of appeals, the 
appeal of the Comptograph company, of Chi 
eago, from a decision of the Rhode Island cir 
cuit court, dismissing, for want of equity, a bill 
in chancery against the Mechanical Accountant 
Company, of Providence, R. I. 

Pasadena, Cal. 

Benjamin Bundy, of this city, has invented a 
new style of adding and subtracting machine, 
nas formed a company to manufacture the prod 
uct of his genius, and the factory will be lo 
cated in Pasadena. The company is capitalized 
at $75,000. The directors are Benjamin Bundy, 
W. A. Sayles, L. A. Bartlett, Wallace Follett 
and W. H. Nuss. 

Pittsburg, Pa. 

Paul David Clark died here recently at the 
Dorsett Hotel, East End, after a short illness. 
He was 32 years of age, and had only resided 
in Pittsburg one year. Mr. Clark was engaged 
as a salesman of adding machines. He attended 
Yale college, where he was prominent in ath- 
letics, being a member of the football team. 
He left a wife and one child. Interment took 
place at Dayton, O. 

St. Louis, Mo. 

One of the largest iry goods houses in St. 
Louis recently instailed fifteen Comptometers 
for stock and bill extending purposes, and the 
appreciation in which these machines are held 
by the company may best be illustrated by the 
fact that they have given out the statement that 
before the purchase price had been paid the ma 
chine had earned their cost price twice over. 


Geo. A. 


Announcement was made recently of the for 
voting trust to control the stock 
writing machine company, a St 
Louis corporation, which is getting ready to 
market its machines. The object of the agree 
ment is to keep the control of the company in 
St. Louis. The company has an authorized cap 
ital of $2,000,000, with $1,500,000 issued. 
San Francisco, Cal. 

The bank clerks of Francisco 
‘*adding machine contest fever’’ and are 
experimenting along the lines of speed. 

Seattle, Wash. 

Competitive speed tests on adding machines 
were the features of the session of the local 
chapter of the American Institute of Bank 
Clerks. The winner of the first prize, O. E. Jen 
sen, of the National Bank of Commerce, counted 
500 cheeks in 18:15. W. R. Low, of the Dexter 
Horton Bank, was finishing in 16:48 
with an error of $310 in the totals, 

St. Paul, Minn. 

Contests with adding machines are also inter 
esting the bank clerks of this city. The local 
chapter of the Bank Clerks’ Institute held a 
contest January 11, in which FE. Bjorkund, of 
the First National Bank, one adding 140 checks, 
aggregating $169,884, in 2:54. E. H. Buschman 
was second. 


mation of a 
of the Cram 


have the 
now 


San 


second, 


Syracuse, N. Y. 
G. Osgood Andrews, of the Bundy Time Re 
cording Company, of Syracuse, has rented the 
residence owned by John F. Whalan, at 514 S 


Crouse avenue. a 


The reorganization of the Dey Time Register 
Company was completed during the middle of 
John Dey, Alexander Dey, C. H. War 


January. 
Moore, of Toronto; William Porter. 


field, S. J. 
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S. Duell and F. P. Warfield, of New York, ar 
the directors. 

The following officers have been elected 
President, John Dey; vice president, Alexander 


treasurer and managing director, C. H. War 
and manager, William 
capital stock is now $500,000 


Dev; 
field; secretary 
Rockwell. The 


sales 


The Syracuse Time Reeorder Company, re 
cently organized, elected the following officers 
yesterday: President, Jacob Amos, who suc 
ceeds A. N. Palmer; vice president, A. H. 


Schwarz; secretary, H. P. Denison; manager and 


treasurer, Calvin McCarthy; the officers, to 
gether with A. H. Hiscock, Albert Spencer and 
H. 8S. Fulmer, comprise the board of directors. 
New capital has been added and the business 


will be enlarged. 
Wilkesbarre, Pa. 
The Adder Machine Company, who manufac 
ture the ‘‘ Wales’’ adding machine, report that 
their new factory at Wilkesbarre is practically 


completed, and will be ready for occupancy in a 
few weeks. Their new factory has an area of 
about 27,000 square feet, and a production ca 


pacity of from 300 to 400 machines a month. 
When this factory is in working order, the com 
pany hope to catch up with the great arrears of 
orders which are now facing them. 

Washington, D. C. 

If reports are true, time clocks are to be pur 
chased for the government printing department. 
Much discussion has been made as to whether 
contrary law existed to exclude time clocks from 
this department. It is expected these clocks will 
soon be introduced for the improvement of dis- 
cipline in the big printery. 

SPECIAL FROM MILWAUKEE. 


A special dispatch from Milwaukee advises us 


that E. D. Haven, formerly representing the 
Densmore, and more recently the Monarch type- 
writer and the Wales adding machine, has given 


Monarch typewriter and will devote his 
entire energies to the ‘‘ Wales.’’ 

[Irving Franks, formerly representing the 
‘*Fox’’ at Omaha, it is reported, is now manager 
for the Monarch company in Milwaukee, suc- 
ceeding Mr. Haven. 


up the 
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WIDE CARRIAGE CONTROVERSY. 


machine companies and 


The various adding 


particularly those who are now marketing the 
wide carriage, or those who contemplate the 
use of such a feature, are much interested in a 
suit that is now being contested in the Chicago 
courts 

Adding machines as first put upon the market 
used only roll paper. This was soon found to 
only partially fill the demand, and there came a 


machine that would 


paper. 


great call for an adding 
accommodate a wide sheet of 
One of the first recorded for 
adding ma- 
1899. 


patents to be 
an invention, as applied to an 
was to Dorr E. Felt, dated July 4, 
(Application May 31, 1898). No. 628,176. 
This patent covers the point at issue, and we 
important claims secured through 
which, according to the ruling of 
sitting in the United States 
exclusive 
wide 
Comptograph 


such 
chine, 


reproduce tke 
said patent, 
Kohisaat, 
January 21, 
right to 
machine to the 
who acquired this patent 
time of its organization. 


Judge 
circuit 
ownership of the 
adding 


court, gives the 


manufacture a 
carriage 
Company, of Chicago, 
from Mr, Felt at the 


The claims of said patent 
are as follows: 

“1. The combination with the 
adapted to print two or more characters side by 
side, of a laterally movable paper carriage, devices 
for feeding the paper longitudinally mounted in said 
carriage, and automatic mechanism acting in any 
position of the carriage to actuate said feeding de 
vices in the line-spacing movements, substantially as 
specified. 

‘2. The combination with a series of type arranged 

devices for impressing the paper 
laterally movable paper carriage 
paper for the different col 
paper longitudinally 
actuating said rolls, 


here under consideration 


printing mechanism 


to print side by side, 
upon the type, a 
adapted to position the 
umns, feed rolls for moving the 
past the type, and means for 
substantially as specified. 

“4. The tabulating machine having in combination 
a laterally movable paper carriage, means for feeding 
the paper vertically in any position of the carriage, 
and mechanism for shifting the carriage laterally the 
width of a column space, substantially as specified. 

Up to this time there been only two other 
machines that embodied the wide carriage prin- 
ciple—the Burroughs and the Universal. The 
Burroughs company, after an investigation, ac- 


have 


27 


tent, 


knowledged the validity of the Felt 
a li- 


agreed to pay royalty, and were grant 
cense to use such a feature. 

Suit has been brought by the Com a 
company against the Universal Adding 
Company, and a decision has toon be handed pg 
an opinion that bids fair to be memorable and 
revolutionary in the adding machine industry. 

As it is only a matter of time before all the 
other adding machine companies will desire -to 
produce such a model, and some are now pre- 
paring to do so, they will either have to pay 
royalty, or have the recent decision reversed, 
for, as ‘they believe, the granting of the patent 
in question is contestable, and will be appealed 
to the highest court. 

It is not easy to grasp at first the full sig- 
nificance of this decision. It is generally con- 
ceded that for 90 per cent of commercial adding 
machine work done today a sheet of paper is 
essential, 


THIRD ANNUAL CONVENTION M’OASKEY 
REGISTER COMPANY. 

The MeCaskey Register Company, of Alliance, 
Ohio, whose expansion from a small beginning 
to their present large proportions has led people 
to expect much, surprised the citizens of Alli- 
ance when they called in their hundred or more 
salesmen from the various parts of the United 
States to hold their third annual convention. 

Pursuing the policy of mutual benefits derived 
from close personal relations between the offi- 
cers and the salesmen, these meetings are very 
productive of results, and the MeCaskey Reg- 
ister Company’s growth in output, in buildings, 
in territory covered, and in their widely known 
name, is a tribute to the wisdom of the policy. 

Opportunity was given to the salesmen to be- 
come thoroughly conversant with the methods 
of manufacture. They were enabled to see the 
magnitude of the firm’s operations in the manu- 
facturing line, they received fresh confidence 
in the ability of the management, and they dis- 
cussed among themselves and with the man- 
agement the various little sidelights on sales- 
manship which cannot help but be reflected in 
the future sales of every one present. 





















The Hotchkiss No. 1. 


“‘Try a Hotchkiss and 








The Hotchkiss 


Automatic Paper Fasteners 


and Tag Machine 


Indispensable for all banks, offices, 
Stores, factories and schools. 
An ornament in any office. 





The Hotchkiss is a fool-proof fasten- 
er. No delicate parts to get out of 
order — scientifically and strongly 
made. All ober the world you will 
find the Hotchkiss; that’s why they 
say: “The sun never sets on the 
Hotchkiss.”’ 























Alex. H. Irvin Company, inc. 


Sole Dealers for the United States and Foreign Countries 


Curwensville, Penna., U.S. A. 


NOTE:—The ‘Hotchkiss Booth" at the National Business 
Show, Madison Square Garden, N. Y., was booth 112 with 
the beautiful flowers and demonstrators 





The Hotchkiss No. 2. 


you Il buy a Hotchkiss 
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Boston, Mass. 

H. C. Nickerson, treasurer and general mana- 
ger of the Elliott Addressing Machine Company, 
of Boston, made a hurried trip, inspecting the 
western offices of the company in Chicago, St. 
Louis, Indianapolis and Buffalo during the lat- 
as? gs of January. 

r. Nickerson reports the business of their 
company in excellent condition. 
Chicago, Ill. 

The Derby Desk Company, who have main 
tained very excellent quarters in Chicago at 145 
Wabash avenue, are removing the Ist of Feb- 
ruary to 311 Wabash avenue. 

o ° 7 

R. B. Wilson, president of the Chicago Ship 
ping and Receipt Book Company, and a well 
known figure in the office appliance world, was 
married in Burlington, Iowa, on January 31, to 
Miss Bessie Dibble, of Los Angeles, Cal. We 
are sure that the office appliance trades of the 
country will join us in hearty well wishes for 
their future happiness. 








The McCaskey Sales Register Company, of 
Alliance, Ohio, maintain excellent quarters in 
Chicago, situated in the Masonic Temple. Mr. 
E. C. Tremayne, the district manager, is quite 
active in introducing the McCaskey Sales Sys 
tem among the trades interested, such as sta 
tioners and department stores. They anticipate 
exhibiting at the coming National Business Show. 

Cleveland, O. 

The new wing of the American Multigraph 
Company, at Cleveland, was opened in Decem- 
ber. The demand for this very clever machine 
far exceeds the output of the factory, and plans 
are now being considered for a new four-story 
factory building on the site which the company 
holds in Cleveland. The work on the new fac- 
tory will start about the Ist of March. 

* * 7 


The Library Bureau has moved their Cleve- 
land office to larger quarters in the Arcade, where 
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they have better facilities for display. T. E. 
Crawford is their Cleveland manager. 
Boston, Mass. 

The American Multigraph Company, of Cleve- 
land, is about to open an office in Boston for 
the sale of their machine. Jas. A. Stafford, for 
some time representing the Monarch in Canada, 
has been selected as manager. He is now learn- 
ing the features of the machine. 

Detroit, Mich. 

The Dupligraph Company, who are maintain- 
ing quarters at 45 State street, Detroit, is an 
offspring of the parent company of Canada, 
known as Penman & Sprang, Ltd. The Cana- 
dian company is incorporated for $40,000, while 
the American company is capitalized at $25,000. 

Arthur G. Penman, whose picture appears in 
this issue, is now making a tour of the northern 
cities in the interest of the company, establish 
ing agencies, with more than the average suc 
cess. 

Des Moines, Ia. 

Half a dozen business men of Des Moines have 
formed a company in Des Moines for the manu- 
facture and sale of ink and paste. Two valuable 
compounds have been secured by E. H. Rothwell, 
and the company is to manufacture these office 
supplies in large quantities, which will be known 
under the patent name of ‘‘ Record.’’ 

A plant is to be installed, and business begun 
before March 1. 

Grand Rapids, Mich. 

It was not so long ago that the Macey-Wer 
nike Company’s stock was hardly considered a 
paying investment. The preferred stock is now 
selling at $90 and the common at $5 per share, 
and it will not be long before the investment 
will be a well paying one, considering the pres- 
ent management, and the new policy of the com 
pany instituted within the past year. 

Herkimer, N. Y. 

The Horrocks Desk Company, of Herkimer, 
holds a unique position in the furniture world. 
It is probably the only company not employing 
salesmen and makes no exhibits of its goods. 

The Horrocks line is well known, and partic 
ularly with the typewriter fraternity, as this 
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WRITE TO ME AND LEARN 


about the Typewriter and Adding Machine as applied to modern accounting —also 
ABOUT 


writers Adding Machines 
ypewriters Loose Leaf Systems 


Accounts Audited a Inventions Developed 
and Systematized "t ae Patents Secured and Marketed 
J or : 


Interesting Capital ant Promoting New Enterprises 


New machines at standard prices—Rebuilt machines at second-hand prices. 
Special quotations to dealers on rebuilt and second-hand machines. 


New and Improved Systems 


for the use of Typewriter and Adding Machines in large commercial houses, 
banks, insurance offices and railroads furnished on application. State con- 
ditions surrounding the work, and present methods employed. 


A.W. HEWITT (6ad3 Cordandt 265 Broadway New York 


I am a Typewriter and Adding Machine Specialist, Systematizer and Auditor, 
and | know | can help you. 





Modern Office Methods 


























firm manufactures many of the lines of cabinets 
handled by some of the larger writing machine 
firms. 

Houston, Tex. 

The Hudson Lumber Company has secured 
control in the Liggitt Pencil Company, of Hous 
ton, who prepare and furnish wood for the mak- 
ing of pencils of the Eagle Pencil Company of 
New York. 

New York City, N. Y. 

The job department of the American Multi 
graph Company has taken new quarters at 337 
Broadway, and are going after the facsimile 
letter business of New York in a manner that 
will make some of their competitors hustle. The 
genial manager of this institution, Mr. John 
Soby, states that the users of the Multigraph are 
continually developing new uses for their ma 
chine not thought of by the manufacturers. 

* - 7. 

F. R. Bott, that tall, handsome and good 
natured manager for the Rapid Addressing Ma- 
chine Company, of New York, has forsaken his 
old line, and accepted a very excellent position 
with Doubleday, Page & Co., publishers. 


Speaking of the Rapid Addressing Machine 
Company. They are about to place on the mar- 
ket a new ‘‘oflice machine’’ for small users. 

* 7 + 

The L. E. Waterman Company, of New York, 
have had a most remarkable year in the sale of 
their ideal pens. The large increase in their 
business is attributed in a great measure to 
their new ‘‘Clip-Cap,’’ or safety device, at 
tached to the pen to prevent it from being lost. 

Several of the company’s branch offices have 
been forced to secure larger and more commo 
dious quarters, among them being the Chicago 
office, under the management of Mr. T. C. 
Keyes, which has moved to 209 State street, 
Chicago, while the San Francisco office has also 
secured larger offices in order to carry an increased 
stock of pens and accessories. Mr. F. A. Kenny 
looks after the entire coast trade for the Wate: 
man company. 

The advertising campaign which has been car 
ried on by this company has not only been very 
extensive, but the copy has been of such a 
character as to attract attention and demand 
recognition of the ‘‘Ideal’’ make. 


Toledo, O. 

The Weis Binder Company, as reported some 
time ago, are preparing to move into their new 
and greatly enlarged factory at Monroe, Mich. 

This company does a large business through 
the stationery and office appliance trades, and its 
tremendous growth during the past few years 
is 2 monument to what energy, hustle and good 
advertising will accomplish. 

The Weis line of office appliances is a great 
favorite with the trade generally, and constantly 
growing in favor. 


; WITH THE STATIONERS ; 


Boston, Mass. 

About 100 members of the Boston Stationers’ 
Association held their 18th annual meeting at 
Young’s Hotel, January 24. President Abne1 
K. Pratt presided. Henry Bambridge, presi 
dent of the Stationers’ Board of New York; 
Atwood Pomeroy, of Newark, N. J.; Samuel J 
Elder, of Boston, and Henry Brooks, of Chi 
cago, were the speakers. 

* o 





~~" 


* 


Samuel H. Borofsky has been appointed offi 


| cial engraver and stationer to the Fitzgerald 


administration, with powers to use crests and 
coats of arms. 

This is a great distinction for Mr. Borofsky 
who has served the city in the Common Coun 
cil and the General Court. He succeeds Michael 


| T. Callahan, former councilman from Ward 7. 


who has been the mayoral engraver and sta 
tioner for many years, but who forfeited al! 
rights and privileges by supporting Edward J. 


| Donovan for the mayoral nomination. 


Although Engraver Callahan has been de 


| posed, he takes it calmly. He achieved fam: 


| 


when Prince Henry was here by devising re 











markably striking menus and invitations, and 
his work for the city has been elaborate on 
other occasions, 

Chicago, Ill. 

[The ground and the five-story building at 
158 and 160 Clark street have been leased by 
the L. C. P. Freer estate to the Marshall-Jack- 
son Company through Rounds & Wetten. The 
lease is for twenty vears from May 1, 1906, at 
an aggregate rental of $228,000, the lessee pay- 
ing all taxes and assessments. The ground is 
39 by 125.67 feet. The building is to be re- 
modeled and will be converted into a high 
class stationery store. This lease will dispossess 
the Bureky & Milan Company, which has done 
business in these premises for thirty years 

Des Moines, Iowa. 

[The Blackhawk Manufacturing Company has 
been organized in this city by W. D. Batsholts 
ind others to engage in the manufacture of sta- 


tioners’ novelties, neluding pencil hoiders, 
blank books, pen olders, ete., and has con 


menced business. 

\ lease has been made of the second story of 
the building in the rear of the Home Savings 
Bank at East Sixth and Locust streets, where 
machinery has been installed and a force to 
operate the plant is being organized. 

Fall River, Mass. 

The printing and stationery business of War 
burton & Dover and the A. J. Shovelton Com- 
pany was incorporated January 1 as the War 
burton & Dover Company, under the laws of 


Massachusetts, with a capital stock of $8,000. 

The incorporators are: President, J. Edmund 

Estes; treasurer, Thomas D. Warburton; s« 

retary, George Dover; superintendent, A. J. 

Shovelton, who form the board of directors 
Grand Rapids, Mich. 

At the annual meeting of the Grand Rapids 
Stationery Company the old board and officers 
were re-elected. Thomas M. Peck, president; 
N. Fred Avery, vice-president; Gilbert Van 
Sledright, secretary, and Gilbert Hahn, treas 
urer and manager, constitute the officers, and 
with the additior f Peter Quartel form the 


board f directors. 
New York City, N. Y. 

Henry Lewery Slote, senior member of the 
firm of Slote & Janes, stationers, No. 140 Nas 
sau street, said to have been the oldest sta- 
tioner in the city, died at his home, No. 18la 
Halsey street, Brooklyn, December 21, aged 80 
years. Mr. Slote was a trustee of the New 
York Orthopedic Hospital, Middletown State 
Asylum, East River Savings Bank, Eastern Dis- 
pensary, and of the public schools of the 17th 
Ward. He was president of the Mechanics’ and 
Tradesmen’s Society, and a member of the fol- 
lowing organizations: American Institute, St. 
Nicholas Society, Harlem Society, Tammany 
Society, Columbian Order, Continental Lodge 
Free and Accepted Masons. He was a veteran 
of Company A, 8th Regiment, New York Volun- 
teers, and the oldest member in the Fifth Ave- 
nue Baptist Church. Mr. Slote’s mother died 
but recently at the age of 101 years. Edgar 
Slote, an insurance agent, of No. 135 Broad- 
way, is the sole surviving member of the fam- 
ily. 

Spokane, Wash. 


, lease for indefinite period has beer 
by the Shaw-Borden Printing & Sta 
Company upon the entire building now 
pied by the Inlar Printing Company he 
Inland Printing Company will move 
Frankfort Building at the corner of Main ave 
nue and Howard stre« 

The property leased is located directly ba 
of the Shaw-Borden Company’s present plac¢ 
f business at 609 Riverside. It faces on 
Sprague avenue at Nos. 610 and 612. \ 
ered archway wi be built between the com 
pany’s present quarters and the _ property 
leased. With the two buildings thus connected 
the entire first floor of both buildings is to | 
levoted to the stationery and office supply de 
partment The basement and two upper stories 
of the Sprague avenue building are to be o 
ipied by the printing and book binding 
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Advertising, to Receive 


The Card Index Addres 








20,000 ARE IN USE—THEY 


At. a Cost. of ONLY 3c per 1 


AND THAT IS ONLY ONE REASON 


This Address =~ 


is printed on a 


removy able card, 
. - CREDIT 
has room for 


rating, terms, | Bes RATE 

etc. Cost of , SHIP VIA 
change in ad- 
dress, 1 cent. It 
was printed by 


this metal t2@ 


Printing Plate 


with typewriter 
face. 


addresses exactly like a typewriter = — 


ADDRESS 3,000 sutemens Wrapper. ce. PER HOUR 


Attention, 


must be addressed like business correspondence 


sograph 








,000 


wHy 











IT IS A 
COMPLETE 
CARD INDEX _ 
AND COS g 
ADDRESSING | Names can be read at print- 


ng point and skipped when 


MACHINE | desired 


METAL PRINTING 





PLATES 


EACH 


Made of metal and are inde- 
structible. Have tabs or guides 
for subdivisions, 








COMBINED 





Prints facsimile of best typewriting 
See our EXHIBiT at the 
NATIONAL BUSINESS SYSTEM SHOW 


The Coliseum, Chicago 
March 17 to 24, 1906 


BOOTH 57 


Demonstrations of this and other devices will be 


given every day. 


Addressograph 
Company 


232 Van Buren Street, CHICAGO 



































LEWIS 


W. Cary Lewis 


and I study 
carbonized 





Is my name. 


paper facts precisely as bank- 


ers study stocks or bonds. 
I’m the only man West of 
New York who deals exclus- 
ively in carbonized papers. 

It costs money to advertise, and if I wasn’t ‘‘ mak 


ing good’’ could I afford a full column in this 
paper instead of the half column I have been run 











ning? 

It pays for only one reason, 

Here it is: 

I said I could put dealers or users of carbon paper 
‘*wise’’ to information about carbonized 
which would surprise them; which they probably 
did not know helpful information; ana 
prove they were not making as much money on 
carbon paper as they could make after talking 


existed ; 


with me. 

I am surprised at the number of people who an 
swered my advertisement, and proved their 
interest. 


Were they interested? 





received replies from all over the 
England, Germany, Switzerland, 


Certainly. I 
United States, 
South Africa—even South 
Doesn 't that show interest? 

That isn’t all. 

Some no doubt thought I was ‘‘ bluffing,’’ but said 


to themselves, ‘‘it can’t hurt any to find out what 


America. 


Lewis has to say. 
So they wrote. I answered. Today most of them 
4 > . ‘ ° 

are doing business with me. 
Why? Because I have been the means of putting 
more money into their pants pockets on carbon 
paper sales, 
I ask no one to take my mere statement for this 
fact, but when you investigate my plan at a cost 
of a two-cent stamp and hear what | say—then, 
if there’s nothing in my proposition for you | 
don’t expect consideration for a minute, I know 
earbon paper dealers well enough to know this: 
if I can show them how to make more money be 
cause of the knowledge of conditions of which I 
am informed; if | can show them how to handle 
better goods than can be found anywhere else; 
if | ean help them tie their trade closer and lessen 
competition, then I do expect them to do business 
with me. 
A lot of readers of Orrice APPLIANCES wrote and 
demonstrated their interest in my proposition. If 
you will spend two cents and a minute of time, | 
know I ean make 75 cents for you in the future 
where you make 50 or 60 now on carbons. 
I don’t know everything under the sun, but I do 
know the carbon paper business. That’s all I do 
—_—_—_ e e 
from morning to night, twelve months a year. 
I find it pays to specialize. 
Won’t you write and ask me? 

come . 

W. Cary LEwIs, 
21 Quincy Street, 
Chicago. 

















papers | 
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Can you sell goods? 


Isn't it easy to sell an article 
which is absolutely necessary 
in every business all over the 
whole world ? 


What do men guard 


with more zeal and care than 
money ? What do they work 
for with greater diligence? 
This is true 


All over the world 


and we want men in every 
city, in every land on the 
globe where men use money 
to sell the 


UNION CASH 






“For the 
Moneys 
of all 


REGISTER— 


It offers a wonderful field of 
opportunity and remuneration 
to men who can sell goods. 


IN EVERY NATION 


the Union can be sold. It has 
a unique keyboard—releasable, 
locked, compact, quick. Is 
automatic, instantly reset, sim- 
ple to operate, requires only a 
quarter turn of crank. 


Strong patents protect 
both it and the user. 


AG b N TS We want you—everywhere. 


A good chance for live men. 





Address 


UNION COMPUTING 
MACHINE CO. 


1-3 Union Square, W. New York 




















OUR FRONTISPIECE 





Mittag & Volger. (Abbreviated, Mit-Vol.) A single firm 
Mit, from the German ‘‘with."’ Vol, from the Latin 
Volumen. ‘“Mit-Vol,"’ meaning ‘‘With Volume.’’— 

Webster (? 
Although the above may not appear in all! our 
dictionaries, still it represents well the actual 


conditions of the firm of Mittag & Volger, of 
Park Ridge, New Jersey, manufacturers of rib 
bons and carbon papers. Their goods are know! 
me end of the earth to the other, and the 

of business handled by them today rep 


from 
volume 


resents a large portion of the entire commercial! 
consumption. 
The likeness of Mr. F. O. Mittag that appears 


as a frontispiece in our present issue, is that of 
the gentleman at the head of this well know: 
house. Mr. Mittag has devoted a life of time 
and effort to the improvements in the manufac 
ture of typewriter developing then 
from a very crude state to the highest state of 
perfection. It is this improvement, undoubted 
ly, in the manufacture of these goods, that has 
contributed largeiy to their widespread 
and the enormous success of Mittag & Volger. 

Mr. Mittag entered into business for himself, 
Park Ridge, N. J.—the present site 
of their plant—in 1887, and in 1891 associated 
himself with the late T. G. Volger. The 
ness has grown from the smallest to its present 
magnitude within a comparatively short space of 
time. The plant at Park Ridge, constructed un 
der the personal direction of Mr. Mittag in 1894 
is without exception, the finest example of its 
kind, and one of the model office appliance fae 
tories in this country. 

Mr. Mittag is business from A to Z, but 
forgets his family obligations. His elegant resi 
dence is situated very near the factory. Having 
now, in the mid 
their 


supplies, 


use 


locating at 


busi 


hever 


made a success of his work, he 
day of his life, the younger men do 
duty, and his fairness in recognizing merit and 
worth is well known throughout the trade. A 
man who makes good with this firm has a good 
position for life, and whenever one hears a Mit 
tag & Volger man speak of his house, it is in 
terms of the highest And this loyalty, 
by the way, is not without fruit. 

Mr. Mittag has a great interest in the 
forts and welfare of his employes, and has done 
much to add to their health and happiness by 
surrounding his plant with all those comforts 
and luxuries which make for a community 
healthy in body and soul. In a word—here is an 
employer with a heart where a heart ought to be 


lets 


praise. 


com 





FRANK F. PEARD TO REMAIN IN BUSI 


NESS IN BALTIMORE. 

Frank F, Peard, former secretary of the Smit! 
Premier Typewriter Company, who has just re 
tired as president and general manager of The 
Baltimore Herald, is remain in business in 
Baltimore. The paper 
his retirement: 

‘*At the meeting of the Board of Directors 
of The Herald Publishing Company, held in this 
the Frank F. 
ind general manager was re 
ceived and accepted with a record 
of appreciation of his and faithful service 

‘*Mr. Peard had contemplated this step for 
time in order to devote his full attention 
business. So, fortunately, Baltimor: 


which he leaves says of 


city last week, resignation of 
Peard as president 
with regret 


long 
M4 


some 


to another 


is not to lose his public spirit, enterprise and 
ability. 

‘*Mr. Peard’s work newspaper manage 
ment has won its own tribute, but the publi: 
may not know of the cordial relations that have 
existed in The Herald office and which make 
his going a time for a personal expression of 
regard, coupled with the assurance of every 
good wish for his happiness and success. *’ 





be no ‘‘free sample 
That issue will 


Mind you, there will 
copies’’ for the March issue. 
cost 15 cents instead of 10 cents. 
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The publishers of 


would like to see all their friends at the Na- 
tional Business Show in March. 
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Ih iqu 
| plan for you— 
one which you, as a typewriter and office 
appliance salesman will be interested in, I 
am sure—as it not only does not interfere 
with, but will actually make your work easier, 
and—as scores of other men just like you— 
same line of work—add very materially to 
your regular monthly income. 
. 
And what is more— 
you don’t have to take one extra step the 
whole month long. 
This is the stan- 
dard desk adding 
machine —the 
CALCUMETER—15,000 of which 
are now in use, saving brains, 
preventing errors and eliminat- 
ing brain adding. They cost from 
$15.00 to $20.00, and I guarantee 
them for two years. Used with the typewriter 
for totaling by hundreds of large concerns. 
I don't ask you to go out and sell them, but 
offer you a very clever plan for increasing your 
e ARTHUR G. PENMAN income. All I ask is that you write and learn 
General Manager LDupligrap Company, of Detroit, Micl about it. 
Member Penman & Sprang, Ltd roronto, Can ai ; 
Herbert North Morse, 175 Green Bidg., Trenton, N.J. 
ARTHUR G. PENMAN. SMITHS MAY ADD ANOTHER PLANT. T . C 
The picture appearing here is that of Arthur It is reported on good authority that Ly man ypewriter overs 
G. Penman, general manager of the Dupligraph ( Smith & gros. are getting ready to erect 
Company, of Detroit. and senior member of the another large type writer factory in Syracuse in AT WHOLESALE 
firm of Penman & Sprang, Ltd., of Toronto uddition to the present big plant erected two 
Although still a ‘young man he is just ap years ago in East Washington amey It = 
proa Tey the proud ns: ~ € the ‘‘self-made”’ planned to build the new factory on the site Send for Sample 
rroae ao he rouse f KS oO 1e e] lade “> 
= , ‘ hought by the S th Srothers fo the resent 
successful business man, for if indications ar a a " mith Brothes <> Ba — and Prices 
38 plant. The new building, it is said, will be of 
to be pang the new ish ory eon the same size as the present structure ind will 
panies are placing on the Canadian anc Ameri vonnect with the plant now in use 
" * * ; 2 ‘fae . , ’ . : : 2 
gg sa ag cary be nee The manufacture of the new visible type Typewriter Specialty Co. 
r. Penman by birth is a Canadian, and like writer has met with surprising success and the 
several others that have come to the States, company now has more ahels than it ean fill. 43 Broadway, New York 
either o1 temporary or permanent business About 50 machines are being turned out daily, 
visits, is making a success among his American and this is not anywhere near enough toe meet ment 
brothers. the demands ~ 
With i line of goods embodying merit and At present about 400 men are employed in the 
satisfaction, together with the inducements of big plant, and the force is being added to right 
fered by his company, there is considerable busi long 
ness for both he and his companies, for being = 
hustler, with a combination of energy and ex A NEW $10.00 ADDING MACHINE 
perience as a salesman, nothing but success car Anything that will relieve one of the mental : 
see , rw : : : . The well-known § n Index for cor- 
he produced lredge and strain of adding columns of figures PR wy mn yt 
should be weleomed. The Automatic Adding Spurgin’s Double-Quick Index 
. is” decidedly “something better” fe 
Machine Company, of 485 Broome street, New quick-finding—and cheaper, too. Costs you nothing— 
THE OLIVER EMBLEM. York, are placing on the market the Automatic would pay you—to get escription and sample. Made 
The (C‘arnation’’ has been adopted as the 1dding machine at the low price of $10. It is only by purgin Manufg. Co., =< Chic .o 
floral emblem of the Oliver Typewriter ( ompan) certainly a little marvel, which does its work odes tenieen. Write for catalog. nike 
It is claimed that this flower is symbolical o1 iceurately and rapidly. It is sold under a two Pa "s 4 remarkabte cortes of six 
emblematic of the Oliver, since it is always i vear guarantee, and offers a wide field for the bright 5-year old in different moods, with 
full flower, always ready, always beautiful and agent who wants a really good and reliable side paw cept lm OY yA 
alwavs welcome ine, for 4 vents (stamps); three, 10 cents. 
————— es — a 
DIAMOND POINT FOUNTAIN PVPENS 






DIAMOND POINT es > 


Largest Manufacturers of Popular Price Fountain Pens in the United States 
Send for illustrated price list of 14-Kt. Gold Fountain Pens and full line popular price PREMIUM PENS 


DIAMOND POINT PEN CO., += += = = 100-102 BeeKman Street, NEW YORK 
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THE 


| DEALER’S| 


BEST 


HAND 
In Filing Systems 












Is the one that he can “back up" to the 
limit when the jack-pot of a nice sale is at 
stake, and since you re 





Playing the Game 









of selling office filing systems, why not 
hold a royal flush when it's in your power 
to choose your own cards ? 


Multi-Cabinet 
Systems 


47 of Them 


fit every line of business in your territory, 
Mr. Dealer, and they will increase your 
sales and profits because they decrease 
competition. 


You Want This Line 


because it represents more than just pol- 
ished wood and cards. These are merely 
the material parts of this line. It's the 
inside, The Brain Part, that makes it 
the popular line with all dealers, because 
the systems they contain instantly appeal 
to the customer over all others. Minimum 
Competition is what they mean to the 
dealer ; Maximum Profit is the result in 


money. 


We Want Dealers 


in every part of the world. You owe it 
to yourself to get our book, “47 Systems,” 
even if you don't handle OUR line It 
will help youto sell the line you are selling 







J. J. SEITZ 


General Manager United Typewriter Company, | 
roront (‘anad 













Ghe 
BALL BEARING 














that alone is ; 

worth a lot of thought. It is 
the “Key to quick work”—just 
one Densmore point. 

















HERE ARE OTHERS 









Line-writer and pointer indi- 
ate the writing point No 
guessing. 
Speed escapement Fastest 
work and no “ piling up 
justifier—To rewrite a word 
instead of a whole page 
Heavy Manifolder — Clear car 
bon copies, due to strong stroke 






































Write Us Now 













NO FRICTION—and where there 




















: st : Instantly interchangeable 
is nO friction, there is printing cylinders Unfinished 
NO WEAR—all of which means ' _—_ met ee ~ i nee oe 
‘ e Oo s OD Merels 

Sha Ww V y lk LONG LIFE remove platen and put in another 
- a er Ball-bearing as) tion Re 

all-be gs give easy action 

FEW REPAIR BILLS duce noise an atter 






346 Broadway 
NEW YORK 





AGENTS: be Oke io de a iivect _ 


factory. Good Opportunities for Good Men. 







151-153 Wabash Avenue 
CHICAGO 









Factories, Representatives 
Muskegon, Michigan in over one hundred cities 















It may be news to the typewriter fraternity 
of the United States to learn that Canada boasts 
of a retail typewriter house employing over 100 
hands; owning and occupying a splendid five 
story building; and who do a yearly business of 
$300,000. 

The credit of such an organization is due 
to the splendid executive and buisness qualities 
of the subject of this sketch, Mr. J. J. Seitz, the 
General Manager of the United Typewriter Com- 
pany, Limited, of Toronto. 

In ‘‘ Johnny Canucks’’’ realm Mr. Seitz is 
undoubtedly the most prominent and widest 
known typewriter personage in the Dominion. 

Aside from the head offices in Toronto, the 
United Typewriter Co. maintain branches in 
every prominent city between Halifax and Van 
couver, and to Mr. Seitz belongs a great deal of 
the credit of building up one of the largest 
establishments of its kind and the bringing into 
prominence in Canada of the well known Under 
wood typewriter, for which they are general 
Canadian agents. 

The United Typewriter Co. Ltd. are the sue 
eessors of the Creelman Brothers, with a capital 
of $250,000. 

With the tremendous progress that is general 
along commercial lines enjoyed by our Canadian 
cousins, it is safe to predict a future for this 
company that will place it at the head of the 
world’s retail typewriter establishments. 


MILLER-BRYANT-PIERCE GROWING. 


Recent advices from Aurora, IIl., the home of 
the Miller-Bryant-Pieree Company, advise that 





this firm have increased their capital stock from 
$10,000 to $250,000. 

The business started ten years ago by S. E. 
Miller, and now occupies three buildings on 


York street, Aurora, and employs nearly fifty 
people; 10,000 square feet of space is used by 
the company in the manufacture of carbon 


papers, typewriter and adding machinp rib- 
bons. 
The Miller-Bryant-Pierce Co. now enjoy an 


annual business between $150,000 and $200,000. 
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TY PEWRITERS waits 


WHOLESALE 
AND RETAIL 











The most complete stock of Typewriters in 
the country. Lowest prices to the trade on 
machines Rebuilt or Unrepaired. Platens 
and other important parts a specialty. 








Typewriter Emporium 
202 La Salle St., CHICAGO, 

















THE SENGBUSCH 


Self 
Closing 
Inkstand 


SELLS AT SIGHT 
The Very Latest 
BEATS ANYTHING YOU EVER SAW 


Always ready for use ‘Dip’ Always Uni- 
Prevents Blotting, form. 

Worry and Trouble. Never gets out of order. 
Satisfaction Guaranteed. Self-Closing. 

— what you have Self-Adjusting. 

een looking for. Non-Evaporating. 
Write for circular and Non-Spurting. 
prices—or, better still— Non-Spilling. 

send for sample. Dust Proof. 


LIBERAL DISCOUNT TO DEALERS 


The Sengbusch Self-Closing Inkstand Co. 
A 311-312 Montgomery Building, MILWAUKEE, WIS. 
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TYPEWRITTEN LETTERS AS BUSINESS 
BRINGERS. 

The typewritten letter may be made a 
business-getter for enterprising dealers. A letter 
is personal, it gets close to a tive cus- 
tomer much more effectively than printed mat- 
ter, because it looks like a distinct mark of at- 
tention, and most ple like such things. 

Some dealers write as few letters as possible; 
some try and get along without business 
stationery. But the live, up-to-date business 
man will use every opportunity that presents 
itself to get into closer touch with his custom- 
ers by letter writing. ‘ 

Typewriters are cheap nowadays—a good sec- 
ond-hand machine doesn’t cost much—and you’ll 
find a hundred opportunities for making it earn 
what it costs. 

Take, for example, the case of a dealer in a 
comparatively small city who advertises con- 
tinually in his local newspaper. A great many 
men in town have come to know him because of 
his advertising, and may need just a little more 
persuasion to become r r customers. The 
dealer should make a list of such people and 
make known his claims to their patronage in a 
personal letter. 

He should try and impress it upon them that 
he has a more complete stock or gives his cus- 
tomers better attention than they obtain else- 
where, and is anxious for their trade. A letter 
brings things to a head—it shows personal in- 
terest, and is pretty certain to bring some sort 
of a response. 

Always remember that letters are individual 
things addressed to individuals, and be extreme- 
ly careful in whatever you say. Things that 
will go in a newspaper advertisement won’t al- 
ways do in a letter, and there is much more 
opportunity to offend ‘your prospective cus- 
tomers in letters than in yer r advertise- 
ments. But if carefully and judiciously worked, 
this method of advertising will bring great re- 
wards.—Exchange. 





ara, ° 


Ail roads lead to Chicago, and the National 
Coming? 














4003 LACLEDE AVE., 





They Don’t Make Better Loose Leaf Ledgers Than 


THE MAJESTIC | 





THE HIGHEST TYPE OF LOOSE LEAF DEVICE. 


A special arrangement of the mechanism in the MAJESTIC secures the GREATEST POWER 
in binding the sheets and the GREATEST SPEED in expanding where the least oower is 
needed. There is no other Ledger made HAVING this meritorious feature. 


WRITE FOR 48 PAGE CATALOG 


SIEBER & TRUSSELL MFG. CO. 


| 


TO eee meme 








ST. LOUIS 


= 
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wae ‘The latest invention in “Fe 
Duplicating Machines is 


THE DUPLIGRAPH 


We are about to place on the 
United States market a device for 
duplicating type or pen written 
copies. 

We have already thoroughly 
established a large selling organi- 
zation and factory for the machine 
in Canada, where it has an enor- 
mous sale, and it lives up to all we 
claim for it. 

The duplicating surface con- 
sists of a new secret composition 
which has none of the objectionable 
features connected with other com- 
position machines. Even our com- 
petitors admit its superiority over 
all known compositions. 

It cleans itself automatically on account of an acid delicately in- 
troduced in the composition, and which breaks up the aniline in the 
ink, making it disappear of its own accord. 

The copies made on the Dupligraph are dry the instant they come 
off the machine—as dry as the paper in this magazine, and will take 
ink signature instantly. 

The Dupligraph will reproduce six different colors of ink at once, 
and print copies at the rate of 100 in 10 minutes, and at a cost of 2 
cents per 100. This is cheaper than any other work—and still the 
work is far superior in strength, clarity and outline. 

[t is so simple a child can operate it; and an operator can work 
the machine all day without coming in contact with the ink. 

It requires no expensive supplies such as stencils, rollers, silk or 
wax paper—nothing but paper, pen and ink. Your supply bills are 
reduced to a minimum, nearly nothing. 

That is the machine in a nut-shell. 

We get them up in fine style in any size, and at prices to compete 
with the lowest price duplicators on the market. 

Now, we have plenty of good territory left in the United States, 
and we want FIRST-CLASS DEALERS and AGENTS. If you will get 
out and push the sale of this machine with us we can quote you dis- 
counts that will make things interesting for you, but if you are not a 
pusher don’t write us. 

If you doubt what we say about the Dupligraph, let us tell you this : 








One of our dealers guaranteed to sell 200 Dupligraphsa 
month. In his second month he writes: ‘‘Can you furn- 
ish me 200 to 250 a week? So you see it sells. 


We guarantee all our machines and will sell thousands in the next 
few months. If you want to make some money, get in line. 


The Dupligraph Company 


Head Offices, 105, 45 State Street, DETROIT, MICH. 























J. 8. DAVIS. 

Abilities as an operator and demonstrator of 
the typewriter while acting as book-keeper and 
stenographer for an implement house in Council 
Bluffs, attracted the attention of the traveling 
representative of the Smith Premier Company, 
and Mr. Davis found himself offered a better 
position as salesman in the typewriter world, 
and in 1891 became identified with their Omaha 
office, traveling through Western Iowa and 
Nebraska. 

There is hardly a town throughout the terri 
tory mentioned but that has in it its quota of 
machines placed there by the gentleman re 
ferred to. 

He severed his connection with the Omaha 
branch some two or three years later, accepting 
a position with the United States District Attor 
ney at Omaha, and spent a little over a year in 
work connected therewith, going back to the 
Smith Premier Company, taking charge of their 
Lincoln branch. 

In July, 1897, Mr. Davis accepted the Mil 
waukee management of the same company, where 
he served until January, 1905, 

After a severance from the typewriter ranks 
for about one year Mr. Davis finds himself seek 





I. S. DAVIS 


ing old haunts and connections, and immediately 
his feelings as well as inclinations drifted back 
to the men who had been instrumental in bring 
ing the Smith Premier Company to its hig! 


standard, and with whom he had put forth his 
labors to make their machine one of the fore 
most in the field. 

With the beginning of the new L. C. Smith & 
jros. Company, Mr. Davis finds himself happily 
engaged in a Chicago territory as salesman for 
their new typewriter, his present position begin 
ning with the new year. 

Although a former ardent advocate of 
double-bank keyboard, he recognizes the unusua 
tendeney of the writing public for ‘‘ visible 
writing and the single shift,’’ and believes the 
Smith Bros. Company offers the first complet 
machine embodying these two features 

NEW HAMMOND ‘‘VISIBLE.’’ 

The Hammond Typewriter Company, of New 
York City, who were one of the pioneer manu 
facturers of typewriters, and particularly the 


+} 
the 





‘visible writing’’ class, but who had only a 
‘*nartial visible writing point,’’ are now pla 
ing on the market a new model, with absolutely 
the ‘‘ visible writing’’ feature. It differs from 
the ordinary model in that the ribbon rises wher 
a key is touched, and then disappears, so that 
what has been writter in be clearly seen. The 
touch of the new ma ne, as usual, is extremely 
light; the paper feed has been greatly improved 
while all the well known features are preserved 
and, combined with its great strength and sta 
bility of wearing parts, makes this new model a 


great success as a seller and satisfying to users 








NEW BILLING DEPARTMENT OF THE 
UNDERWOOD COMPANY. 

With the nearing of completion of the new 
addition to the Underwood Company’s manufa: 
turing plant at Hartford, this company is now 
laying plans for an extensive increase in its out 
put of writing machines. 

Heretofore, it has been a question of se 
enough machines to supply the enormous 
mand made on them, but with a capacity doubl 
maintained heretofore, they anticipat: 
lines of trade to be conquered b 
have in the past had little or no at 


iring 


a 


that 
many new 
them that 
ention. 


As an! need il S. MeCor 


yur last issue, H. 





ui. S VeocCORMACK 


manager for this company 
at Providence, has accepted the position as 
for the new Billing Machine Depart 
ntly installed. 

being one of the most popular. man 
Underwood organization, Mr. Me 
several improvements 


mack, for some tim« 
manager 
ment, rece 
Jesides 
agers in the 


Cormack has originated 


that will used in the billing department. 
As president of the Pawtucket Canoe Club, 
became widely known in Rhode Island, his 


untiring energy and push, displayed in both 
business and social ambitions, being responsible 
Club now occupies. 


for the high position the 
McCor 





There is question but what Mr. 
mack able to bring the billing machin 
lepartment of this mpany up to a similar 
standard, and many new fields opened for 
hundreds in the same mpany. 

SPEED RECORDS. 

Since ntests for fast typewriter 
vork were announced the National Business 
Show, numerous artists from various parts of the 
country ave laid claim to better records. 


When these speedy operators their 
mances at the 
that 
more so, and if after 


compare 


> 
Business 


ability with the perfor 


Show, tl must remember accuracy is as 


important 


i} is speed, 


they have deducted f words for each error and 

ive still beaten the ré rd, then they can talk, 
ind W ill be pleased to boost them for recog 

base 

[ f wing re sa reported: 

One | ’s work dictation—4,917 words 
I Ray T. Vanett service editor of tl 
Puet ( eftain 

Chr | rs fi lictation—about 13, 
vyords. By Edward Story, of the District Attor 

’s office in Buffa me oe 

Seve 1e-half hours—30,000 words. By 
Laura H 8, a loye of the Patent Office, 
Washing D. ¢ 

Sever ne-half hours—32,000 words By 


B. Alexander, of the Patent Office, 
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MODEL No. 50 
With Indicator 


of 


_— 





123456 


FAC SIMILE IMPRESSION 


PRICE, $15.00 














315 Dearborn Street, Chicago, IIl. 


mn 


We manufacture 
over 50 
different kinds 


Numbering, Dating 
and Die-plate 
Machines 


be i 


No Office or Factory is Complete 
Without Numbering and 
Dating Machines 





MODEL No. 47 
Dating Machine 





Bais 


AUG 22 1905 


Fac SIME IMPRESBION 


PRICE, $5.00 














THE BATES MACHINE Co. 
346 Broadway, New York 


ee BRANCHES AT EE 
London and Manchester, Eng. 


Our Model 50 Six Wheel Numbering Machine cannot be dispensed with 
where system exists. 








Send for Catalogs and Full Descriptive Matter 























Size coef | P_O TOY 6 amen Sem Semen 3am Om | 
inches 
: : 2 
4 4 4 
| rs 6. 
0” x , 
3 i 3 
- 4 :: 
> “4 : 
2) 








MULTIPLIES 
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AUTOMATIC ADDING MACHINE CO 


“AUTOMATIC” 


A High-Grade Mechanical Production. We Make Spe- 
cial Machines to Meet Special Business Requirements 





Adding machines have proven to be a mod- 
ern business necessity. Their value as 
brain, time and money savers has been 
fully established. 











WE GUARANTEE the “AUTOMATIC” for 2 YEARS. 
Let us send you a machine at our expense on to days’ 
trial. It does the work of high-priced machines. 

WHY PAY MORE? Catalogue on request. 


483 Broome St. AGENTS WANTED 


* New York, N.Y 








Sidveisns ee 
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again for future orders. 


This is our neat book 
with Patent Lever Binder. 


All Stationers-Printers 


Must 
Sell Cards 


That is why we supply hundreds of these dealers all over the country with our PEERLESS 
SCORED BOOK FORM CARDS and LEVER BINDER CASE both being patented 


and manufactured by us exclusively. 

In many cases we do the engraving of plates and printing, although many dealers who 
operate plants of their own simply buy from us our cards in Blank Form, and cases. 

The customer who comes to you for these Patent Cards must come back to you 


That is why our cards build up a permanent business for you. 


All Business Men Must Use Cards 


and they prefer PEERLESS BOOK FORM CARDS eearried in our neat LEVER 
BINDER CASE. When our SCORED CARDS are detached from stub, all edges are 
perfectly smooth ; a tissue sheet between each card prevents them soiling. Being clasped 
firmly together in LEVER BINDER CASE does not allow them to rub and insures a 


perfect card when presented, thus saving at least one-third of the cards. 







Just examine these drawings with care 
and our system will appeal! t 
you INSTANTLY 


Look 
: oan 


This sa ua vOun @. Weems Commany 

















detached card, 
No rough or 
perforated 
edge, 


PA em 8 Ok O08 Homme Bcenes Cneee 
ee eee eee ed 














: if Tra JOnn @ Weems Company 


4 meawcsereoeee 








empty. 








This card case is made up in a variety 
of leathers, and is equipped with our 
Patent Lever Binder, in which a new 
lot of cards 16 quickly inserted when 


looked into the merits of this proposition. 


OER. 400 o00= rome scenes canoe 
COEALA 08 66 CER OREM COME CHEE 
«~esee 







This cut shows our Patent Lever Binder 
with lever closed, holding pack of cards 
firmly in our refillable case 


We Want to Send SAMPLES FREE to STATIONERS 


so they may examine our system in their own office at their own desk. WE DON’T WANT 
YOU TO BUY;; in fact, WE WON’T EVEN ASK YOU TO DO SO, until you have 


We know well enough that no stationer will 


buy of us unless we have something worth buying, but we also know that this style of cards 
would not be selling all over the country through the trade, and used exclusively by a great 
many of the largest business houses, if our style of card was no better or different than 
the usual run of cards. 


THE JOHN B. 





WIGGINS Co. 


Established 1857 


Engravers, Plate Printers, 
and Die Embossers 


For the Trade 











Above cut shows Peerless Lever Binder open to receive wrapped pack of cards after 
lever is closed, wrapper is fhen torn off and cards are ready for use 


159-161 Wabash Avenue 
CHICAGO 

















cents each. 


Please don’t ask us for a ‘‘sample of March 
issue’’—there will be no free copies distributed; 
20,000 copies are to be sold at the Coliseum at 15 


the March issue—specimen copies, 15 cents. 
**free samples.’’ 


Over two hundred illustrations are promised 
for the illustrative and descriptive directory in 








————— 
SHERMAC 


UNIVERSAL 
ENVELOPE SEALER 


CAPACITY : 
3500 Envelopes per hour 


Takes any width or 


(Kenan commercial 




















AGENTS WANTED IN UNOCCUPIED TERRITORY. 


THE SHERMAC 


vices. 


Mutual Specialty Co. 
324 Dearborn Street, 
CHICAGO. 
Eastern Distributors, 


Douglas H. Cooke. Inc. 
16 Beaver St., New York. 


PRICE $6.00 








gives in a condensed form 
more than has ever before 
been offered in large bulk 
at much greater cost, and 
fully answers every pur- 
pose of the expensive de- 














HERMAN POESCHE. 

We are pleased to reproduce a picture of Mr 
tlerman Poesche, Ohio manager, Universal Add 
ing Machine Co., with offices in Cleveland, Ohio 

Mr. Poesche has been connected with the sell 
ing of office appliances for a good many years 
and with his pleasing personality, as well as his 
natural sales ability, and a thorough knowledg: 
of the demands of a modern office, has been un 





HERMAN POESCHI 


usually successful in this field. One of Mr 
Poesche’s chief assets is that he is ‘‘long’’ o1 
good nature, as all those who come in contact 
with him will undoubtedly testify. 

Mr. Poesche has been with the Universal Con 
pany for several years, and before entering th 
selling end of the company he devoted a larg 
portion of his time to the preparation of adver 
tising and printed matter for them. 


Cc. N. FAY RESIGNS. 

A general statement sent out by the Arithm 
graph Company, manufacturers and _ selling 
agents of the Remington-Sholes Typewriter, fo: 
merly the Fay-Sholes, advises us that Mr. C. N 





Fay, who for so many years has been the active 
head and president of the company, has re- 
signed that position, accepting a new office as 
chairman of the Board of Directors, recently 
created for him. 

In accepting Mr. Fay’s resignation the con 
pany relieves him of a laborious part in its 
affairs, and yet at the same time he will be abl 
to retain close connection with the business 
through the office as chairman of the board. 

Mr. Fay sailed Saturday, January 27, for 


visit to the European agencies, which will cove: 
a period of several mo nths. During Mr. Fa 
absence H. H. Porter, Jr., will act for the 

ent as managing director. 

This leaves the presideney of the Arith 
graph Company op: as a successor to Mr. Fa 
has not yet beer made, but will probably be 
acted upon at the next meeting of the director 

It is understood that Mr. Fay will contin 

handle the foreign sales, while Mr. G. ] 
Watt, the vice-president and general manager 
will continue in charge of the domestic sales 


B. R. Webster, a manufacturing expert of 
first rank, has been appointed factory mana 
ind will push as rapidly as possible the prod 
tion of their new lding machines and t 
writers. 


As before nots Arithmograph Compa! 


controlling the Fay-Sholes, or Remington-Sholes 
have removed executive offices to tl} 


of the New Majestic Theate: 
), where very elaborate quar 


twelfth floor 
Building in Chicag 
ters have been fitted out for those in charg: 
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Mr. Ee T. Thurman, 
Office Appliances, 
Chicago, Ill. 









Dear Sir:- 


















We are acknowledging your favor of the 12th inst,and # 
say that this is the ono mundred and thirtieth copy made from a sheet 
i Ss ri 


of Standard Weight Yacufloss Carbon Paper, especially design 1 for 





<4 
Fp 


Les 


general correspondence work; we usually get an average Of 290. 


* Li 


legible copies fron one sheete ; : 
This will be acknowledged by the usere of the various ‘i 0 a 

brands of carbon paper, to be an exceptionally fine showing and one 

that puts the products of the Vacuo-Statio in a claes beyend any 

ordinary competition. ey 
You may reproduce this letter snd use it as an ac 

of our carbon piper in yow February issue; as it is evident that if : 

those of your readers who use caxbon paper must be attracted by the 


Foe? 


prospect of getting » paper which will not fall off in quality, and ~ 
the capacity of which, for rapid, clean and abundent work is perfect 
Whare dealers do not handle our line we will send on Ui 
receipt of two dollars our special package containing 120 shoete, he 
twenty-four sheets each of five different grades, or twelve sheets of ie ‘ 
each different grade, and one of our Wearebest Typewriter Ribbons in 
the Capsule. aes , 3 
Dealers should send immediately for our ten dollar 
introductory assortement of Garbon Paper and Typewriter Ribbons. 
Very truly yours, 


VacuonStatic Carbon Ge 
Magr ,.-—— . / peg , 


Per sy 
* 
es 











If you dictate 
letters— 


You regard each letter as impor- 
tant. Their importance demands 
that both the original and its carbon 
copy be clear, sharply written and 
legible. You file your carbon for 
future reference and the recip- 
ient does the same with the letter, 
which, though of comparatively small 
importance today, may be of vital 
importance a year from now. The 
letter file is a business necessity—it 
is eficient only when the contents 
are permanently legible. 

We manufacture every carbon 
paper and typewriter ribbon sold 
under our name. 

Clear, sharply written letters— 
permanently legible—are assured 
users of our products. 


for samples accom- 


A request 
panied by the name of your dealer 


will be honored at once. 


Miller - Bryant - Pierce 











WANTED {: : 
VOLKERT LOOSE LEAF LINE 


GET CIRCULARS AND PARTICULARS 


F. N. VOLKERT & CO. 


68-85 FirtH AVENUE, CHICAGO 














We don’t blow horns: others blow them for 
us—and loud, too. 
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FAREWELL, THOU DEAR OLD FRIEND! 
Seventeen years thou hast been my companion 


| and my faithful helper in many a task. Thou 


hadst served another before thou becamest mine 
in ’89, and yet, in all these years thou hast not 
failed me even once. Today I part with thee 
reluctantly, as one day hereafter those I serve 
shall tenderly bid me goodby because my work, 
like thine, shall lack the elasticity and beauty a 
younger hand can give! 

Together we have written in our long grind 
of newspaper grist many tales of joy and of sad- 
ness. Together we have labored diligently in 
sunshine and in shadow, and have earned to- 
gether a little fortune, of which thou hast given 
me thy share as well as mine! Thou hast been 
steadier and more frugal than I, and yet thou 
hast first worn out! Physicians have been 
called in our long career together to minister to 
me, but never has one come to thee. Thou hast 
asked and received from me only thy subsis- 
tence and my faithful care. With all thy splen- 
did ways, thou art stiff in the joints and lame 
at times, and thou art, alas! behind the times, 
so thou must go! 

Dear old ‘‘Hammond,’’ farewell! Be thou 
gathered to the house that gave thee being, as 
one day I shall be! Thy youngest brother is at 
the door waiting to take up they work where 
thou hast left off. Fain shouldst thou remain 
here to rest away thy days in peace, but thine 
author desires thee to extol thy faithfulness and 
proclaim to the world thy still resplendent vir- 
tues. I have spoken for thee tender regard and 
unvarying kindness, and this, our last joint writ- 
ing, be to thee as it is to me, a testimony of un- 
dying affection. Farewell, dear, faithful, old 
6107, forever and for aye! Farewell, farewell! 

F. E. Huddle. 

Brooklyn, N. Y., Jan. 15, 1906. 


A PERFECT BUSINESS CARD. 

For a long time the name of ‘‘The John B. 
Wiggins Company,’’ of Chicago, has stood for 
the best that money could buy in the way of en- 
graved work, embossed stationery, business 
eards, invitations and announcements, and of 
late years it has acquired a further meaning. 
In conjunction with the above it now stands for 
the sole manufacture of a patent Book Form 
business card that is attracting widespread in- 
terest. 

All who carry cards know a case is necessary 
to keep them in any sort of presentable condi- 
tion, and even with the ordinary case one-third 
of the cards are soiled and unfit for use. With 
their neat Book Form plan every card is perfect, 
with no possible chance for waste. The cards 
are scored and firmly held by a neat little pat- 
ent device in an attractive leather case. When 
taken from the stub all edges of the card are 
smooth, leaving no sign whatever of detach 
ment, as shown in this illustration—as well as 
others contained in their regular announcement 
in another part of this issue. 




















A man should present an attractive card, or 
none at all. 

When one of these Book 
tached, the observer expects to see a perforated 
edge, and upon being presented with a perfectly 
smooth-edged card his attention is immediately 
gained. 

These cards are bound together with a tissue 
cover over each one, consequently they do not 
hecome soiled or marred in any way. 

There is more good advertising in a bit of 
eardboard, correctly gotten up, than in many 
other things that cost more money. 

Stationers are urged to investigate this propo- 
sition, as it is one of exceptional merit. 


Form cards is «de 











AUTOMATIC 
TIME 
STAMP 


It prints exact time and date, firm name 
and character of a transaction, automatically 
quicker than you can look at a clock. 

_ _ Records time occupied in doing work on 
jobs, etc. 
Send for descriptive circular. 


The Automatic Time Stamp Company 


1600 Congress St., BOSTON, MASS. 
1300 Broadway, Suite 12, NEW YORK 
Originators of the art of printing time. 
Established 188o. 




















It to sellthe best book for household and 


personal expense accounts. This the 
Will PEERLESS EXPENSE BOOK 
is. Without a peer in analysis of expense, 


in completeness, and in the ease with 
which it can be understood and kept 
Covers two years. Well made. Price $1. 


Favorable discounts. Convincing literature. 


You The Everett Press, Pubr’s, 72 India St., Boston, Mass. 














"The GOLDSMITE 
"First Page: Daok 


FORBIDS 
FORGETFULNESS. 











A Loose Leaf Note Book that keeps the page 
wanted—whether it be an important memo or a 
fresh sheet—right on top. 

The filled leaves are filed away in back. 

Student, clerk, merchant, stenographer, re- 
porter, shopper—no matter what your walk in 
life, the ‘‘First Page’ Book is bound to prove of 
inestimable value to you. 

Fresh pages can be inserted, old ones removed, 

Flexible in pocket. 

Presents a perfectiy level surface for writing. 

Contains highest grade bond paper 

Handsomely bound in seal grain leather 

If your deaier does not keep it, select size de- 
sired, and we will mail it to you direct, on 
receipt of price. 


3x5, $0.50 memo size ( 50 sheets) seal gr. leather. 

4x6 75 . (100 } ' 

5x7, 1.00 coat pocket size (100 ) Cowhide seal gr 
leather 

6x9, 1.25 , (100 Cowhide seal gr 
leather. 

6x9 .5O0 Student ( 50 ) Cloth. 


(Above dimensions refer to outside cover.) 
Liberal D'‘scounts to the Trade. 


The Goldsmith Company 


810-H Lippincott Bidg., PHILADELPHIA, PA. 

















Se 


THE NEW BENNINGTON TYPEWRITER 
COMPANY. 

After eighteen years of work and many trials 
and troubles surmounted, W. H. Bennington, the 
inventor of the Bennington typewriter, is again 
eatering for popular favor and has reorganized 
his company, and plans are being completed so 
that his new machine will be soon on the market. 

The chief feature of the Bennington typ 
writer is the ‘‘ visible writing,’’ which nowadays 
is the leading feature of any modern typewriter 

The second special feature and one all its 
own, is the word writing facilities, which have 
been exploited recently as a marvelous invention 
of some German inventor, while Mr. Bennington 
has had the idea in tual operation for many 
years. 





Bennington Company have already booked 
orders for about $40,000 worth of machines, but 
is vet have not completed capitalization or dé 


termined tl location of their factory, althoug! 
t has several towns in which the people are will 
in » give a free site as a bonus and subseribe 
r $50,000 to $100,000 worth of its capital stock 
» secure the location of the factory. 
Several different groups of capitalists ha 


offered to finance the company, but their terms 
were not considered satisfactorv. 

W. H. Bennington is president of the company, 
Wm. H. Meek vice-president, and F. J. Norris 
secretary The company maintain offices at 906 


North M street, Dayton, O. 





THE VALUE OF SYSTEM. 


\o modern office nagement is indilfere 
ft svate i! the conduct of its 
parti business. Svstem secures reliability 
in the execution of orders, in regulation of «de 
tails and promotes a number of economies in 
time, labor, monevy-sa gy methods and aceessi 
bility of reeords \ 1d office systems dey 
largely n numbers ar lates These should be 
rible, elible, neat and easily appli 
hers rresponde e, cheeks, bills, orders 
rei s in gene! Without numbering 
ating «i Ss, the laborious, madistil 
rf te cil 
lL oremost the « gol f office applia 
the Bates Machine Company, of 346 Broadway, 
New Yor resent t r numbering and dating 
nachines, as illustrate nd referred to in 
vivertisement : another section of this iss 
rhey report yt increasing demand f 
their va models, necessitating the doubling 
ip of their factory pacity, on which they are 
now engaged Part of their system is affording 
aecurate, intelligent information and quotations 
on any of the fifty different styles and kinds of 
machines they manufacture, and prospective eus 
tomers are cordially invited to submit their in 


quiries, 





THE ROTARY LINEOGRAPH. 


The simplicity of the Rotary lineograph, and 


rapidity with whi t works has made it a 
very popular duplicating machine with all who 
have us¢ it It is a substanti: z Fass of me 
anism, of which every part is detachable and in 
terchangeable. The d1 vhich is a complete 
eylinder, is most | t, and oecupies littl 
space, Printing inl easily be supplied with 
a brusl if lrum can be removed 
and another with othe lored ink substituted 
in a moment. Perfect register can be main 

ined a the she when printed are aut 
matically discharged. The machines are made in 
lifferent sizes, though ft regular machine ha 
rinting e of 8% | 15 inches. The Lir 

a ’ tam sheet af 
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Ask Your 
Dealer for it. 


Liberal Discount 
to the Trade 


Pen Carbon 
Manifold Co. 


55 Warren St., NEW YORK 


At Last! 
The 
Perfect 
Typewriter 
Ribbon 





























The Busy Lawyer 


“om GRAPHOPHONE 


and SAVES 50° 


The Business Graphophone is of the greatest value to the 
Lawyer — especially in the preparation of briefs, when making notes 
and excerpts from his cases as he finds them. The Graphophone Is 
always at his elbow, ready to take dictation, while the typist is never 
waiting but always productively employed. 

The rapid increase in the number of Business Graphophones among 
the business and professional houses throughout the country show the thorough 
appreciation of this valuable system. 

If you are a busy man and desire a perfect system of dictation, write for our new 
booklet, which we will mail you free on receipt of the filled-out coupon below. 


COLUMBIA PHONOGRAPH CO., 90-92 West Broadway, N. Y. City 


Largest Talking Machine Manufacturers in the World. Creators of the Talking Machine Industry. Owners of the Funda- 


menta! Patents. Grand Prize, Paris, 1900. Double Grand Prize, St. Louis, I‘ 
THE ONLY AWARD FOR BUSINESS TALKING MACHINES AT ST. LOUIS, 1904 
(ME wee RRR 


BUSINESS GRAPHOPHONE 4-0 


(there, whether Faccutive, 
fice Man, Clerk, Stenographer, ete. 
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CHICAGO’S NATIONAL BUSINESS SHOW. 

Not since the inception of this event in De- 
cember, 1904, has so much interest been mani- 
fested in, and the demand for space ov great as 
for Chicago’s second annual National Business 
Show, which takes place under the management 
of Cochrane & Payne, in the Coliseum, during 
the week of March 17 to 24, this year. While 
it is a fact that for several weeks prior to the 
opening of Chicago’s initial affair of this kind 
last spring, exhibition space was at a premium, 
there is every indication at this time that long 
before tue time for the opening of this year’s 
show every available square foot of floor space 
will have been utilized. Up to date upwards of 
a hundred firms, comprising the most represen- 
tative and progressive manufacturers of modern 
business utensils in this country, have contracted 
for space, and this number includes, in addition 
to all who were represented last year, a number 
of new concerns. In every instance firms who 
were in the show last year have taken at least 
double the amount of space for the coming event, 
which seems to prove conclusively that the show 
is a paying proposition for all who exhibit. 

Perhaps one of the most striking features of 
the coming Chicago show will be the endeavor 
to have every booth uniform in decorations, 
which plan, when carried out, will result in the 
interior of the Coliseum building presenting a 
most pleasing picture. Managers Cochrane and 
Payne have sent out notices to exhibitors that 
they will undertake the setting up and decorat- 
ing of all booths, and in this way the exhibitors 
ean be relieved of the task they formerly had 
of securing an individual decorator to attend 
to this work. At the recent automobile show in 
New York, the largest trade show ever held, the 
plan of uniform decoration was carried out to a 
greater extent than has been heretofore obtained 
anywhere, and it is the aim of the management 
of the business show to have the latter event 
fully as up-to-date as the automobile exposition. 
White and gold is the color scheme to be fol 
lowed out, each booth having two uprights 
mounted, with a ball, and a sign of raised gold 
letters on an ivory background, surrounded with 
a reflector of powerful incandescent lights. In 
the automobile show it was possible for an ex- 
hibitor, when signing a contract for space, to 
arrange for all electrical work, and, in fact, 
everything necessary to the arrangement of his 
exhibit, the management taking charge of all 
these details. By this plan all that is necessary 
for an exhibitor to do is to move his goods in at 
the proper time, his space having been decorated 
and put in readiness for him. The management 
hope to be able to perfect this arrangement for 
th Chicago show. 

As has been announced, there will be no con 
tests on adding machines, the competitions be 
ing devoted exclusively to speed typewriting and 
entries for this event are already coming in. 
Typewriting contests will be under the personal 
direction of Mr. G. D. Greely, who has managed 
this department in former shows fairly and sat 
isfactorily. 


RENTAL PRICES REDUCED. 


We notice from the advertisements in the 
daily press that the Remington Typewriter 
Company have reduced their rental figures for 
typewriters materially. 

The new prices as advertised embody the 
Nos. 6, 7 and 8 models; for the first month $4. 
with renewals at $3. 

The Nos. 2 and 5 models at 

A six months’ rental period is made for $15, 
covering the later models, and $12 for the older 
ones, 

The making of the initial month a trifle in 
advance of the renewals is a good move, and the 
reduction of the price for the renting of type 
writers will allow many firms and individuals 
to use these machines who were in the past com- 
pelled to forego the pleasure. A much larger 
field will be opened with this reduction 








2.50 per month, 





The 4th National Business Show, at Chicago, 
in March, will be the greatest show ever pro- 
duced, There’s no question about that: 300,000 
people will attend. 
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OU 


buying 


CARBON PAPERS 
from us? 





We ask that you let us prove to 
you that we can sell carbon paper 
cLeaper than it is now costing you. 
There are no higher grades of carbon 
paper than ours, and we can make 
any grade makeable. Whatever the 
grade you are using, we will match 
it and lower your present cost. 


LET US PROVE IT. 


Downes € Company 
32 Broadway, New York City 


Carbon Paper Specialists to Trade Exclusively 





Fox Automatic Filing Bands 


For filing letters, souchers, 
ete., and the tying of pack- 
ages. Superior to and much 
cheaper than rubber bands 
Will not rot; always taut. 
18 in., gross $1.75, 36 in., 
$2.00. Sample free. 
IavinGc P. Fox, 
3 SUDBURY BLOG.,808TON 





The 
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SECTIONAL 
ROUTING and 

It shows how thoroughly and systematically your territory is being 
covered and ifto the best advantage, routes of traveling salesmen, 
thelr territory, whether too much or too little, how covered, and where 
your customers, agents or business interests are located. It points 
out good towns where you have no trade; helps you to cl se the 
shortest and least expensive routes for salesmen Shows competitive 
freight rates advertising ntracts inquiries, prospective 
trace ections, et 


RECORDING 
SYSTEM 








signs 







en Drawers 
Sections, 3x5 of 4x¢ 
Card Index Sections and 
Stand. Any number of 











Depart 


FREI 





a ti States desired, 
- DEARBORN S1 
The Perine 4 Mosely Co. ™ CHICAGO 











THE COMMERCIAL GRAPHOPHONE. 
By J. W. Binder. 

This is pre-eminently an age of specialism 
The truth holds good not only in an educationa 
sense, but throughout the business world as we 

Formerly a salesman handled many different 
articles on his trips throughout the country 
With the evolution of business, however, it has 


come to be the case that generally one mal! 
handles but one particular thing. He may 
cash registers or adding machines, or he ma} 
specialize in some one line of steel products 


used to enter your place 
anything from a barre! 
and binder, 


but the man who 
business and sell you 
molasses up to a reaper 
scarcer as the years go by. The near future has 
for this gentleman nothing but annihilation 
His place will be taken by the keen eyed special 


¢ 


is becomi! is 


ist who sells some one thing which he knows 
thoroughly. This man enters your office, after 
having been informed, through some channe 
that you need the special device which he is 
selling. He knows all about the device from 


mechanical standpoint. He knows all about your 





BINDER 


a. Ww 


business and just why you stand in need of 

particular device. Armed with this knowledg« 
you are at his mercy. The best thing you can d 
is to quietly and unostentatiously, after listening 


to his story, sign his order blank and let hi: 
go in peace. 

In no line of business is this trend mor 
marked than in the sale of eommercial grap! 
ophones. ‘These are the machines which a1 


rapidly supplanting stenographers in the bu 


ness world. There was a time when our for 
fathers were willing to do their writing | 
means of quill pens, which were trimmed a: 


pointed at intervals These erude de vices wert 
lanted by the steel pen. The 
distinet epoch ip 


however, soon supp 
advent of this marked a 
business evolution 

By and by the steel pe n became obsol te, a 
a noisy, clicking, machine, calle 
typewriter, came into being. For a 
this was more or less of an experiment and wa 
but slightly used. To-day, 
mon as the desk in a I 


ratting 
nw 


long 


however, it is as 


isiness office. 


As the evolution of business continu 
stenographer came to be on an equal plane wit 
the typewriter. 4 man no longer had time 
write his own letters on the machine, cons¢ 
quently he employ: 1 swift fingered amanuensis 
or stenographer to take his notes and write tl 
letters for his signaturs 

[ p to within tw vears ag this was 
method which principa held sway. 

Then came th: mmercial graphophone, whi 
has been perfe ted to such a degree that at the 
present time, as above stated, it is rapidly re 





placing the stenographer as an adjunct to mod- 
ern business life. 

The machine was the outgrowth of a need. In 
business, as in science, nothing just happens. 
Whenever there is a need for any one thing, 
man supplies the want. On this hypothesis, we 
must account for the commercial graphophone. 
The short-hand writer and the typewriter were 
becoming obsolete on account of not having 
sufficient for modern business practice. 
Here is where the graphophone stepped in. With 
it, the busy man can dictate at any rate of 
speed. He is not limited by the capacity of his 
stenographer. He can talk at the rate of two 
hundred words a minute, if it is possible for 
him to do so. 


speed 





THE DEMAND FOR TYPISTS. 


It has often been said that one of the infalli 
business conditions is the demand 
for stenographic help. Measured by this stand- 
ard the times are certainly good. The Reming- 
ton Typewriter Company has just published the 
following figures of stenographic positions filled 
by their free employment departments in sev- 
enteen of the American cities during 
the year 1905: 


ble signs of 


leading 


Aggregate 
Earnings 
per Annum. 


Positions. 


filled. 


New York 9,689 $7,587 ,684 
Chicago . 5,900 3,768,544 
St. Louis 2,378 1,410,540 
Boston . re 1,911 1,050,790 
Philadelphia 1.860 985,998 
San Francisco 1,734 1,156,140 
Pittsburg 1,450 832,776 
Kansas City . 1,390 772,860 
Cincinnati ... 921 430,470 
Cleveland 788 407,076 
Dallas 750 548,646 
Baltimore . 668 297,648 
Buffalo 621 320,892 
Seattle 594 384,168 
Los Angeles 565 351,002 
Indianapolis 565 272,398 
St. Paul 559 348,426 


These figures are record breaking in New York. 
The gain is 1,500 positions over the highest total 
of any previous year; in Chicago, 600; in San 
Francisco, 600; in Cincinnati, 400, and so on 
through the list. In some of the smaller cities 
the totals are double those of any former year. 
The wage rate, also, as is natural under these 
conditions, shows an upward tendency. 

The prevalent tone of business optimism will 
certainly be strengthened by the testimony of 
these figures which the Remington Company has 
made publie concerning the demand for 
stenographic help. 


just 





HOLDING MANIFOLD PAPER IN PLACE. 


Of the countless thousands of stenographers 
and copyists doing manifold work in law offices 
and elsewhere, only a very small per cent know 
of the great convenience of having their paper 
made in tabs (gummed at one end.) Innumer 
able for holding manifold paper in 
place are on the market. Some of are 
clasps of one sort or another, others are attach 
ments for the machine itself. All could be done 
away with by ordering the paper tabbed. Say 
five manifold copies are to be made. The re 
quired number of carbon sheets are inserted in 
the tab, leaving, say, a half inch of the carbons 
protruding at the end, The paper 
easily detached from the tab, and instead of five 
or six fluttering sheets, to all intents and pur- 
have but one sheet to handle. When 
run through the machine, the carbons 
are quickly removed by a gentle hold on the 
protruding ends. Before this is done, however, 
the original is read for errors. If any are 
found, the sheet is inserted in the machine, and 
with one stroke. If the 
adhere after being with- 
drawn, a slight wave in the air will separate 
them. Once this tabbed paper system is 
adopted it will never be dropped. It is a time 
saving, simple James R. Noland, in 


Success 


inventions 
these 


poses you 


this is 


made 


all corections are 
earbon sheets slightly 


systen 





is then | 
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2,000,000 PEOPLE 


and more are reached every month by the magazines 
we use to exploit the merits of the 


Perry Time Stamp 


This general advertising 
is of untold 
value to 


Salesmen 


who are engaged in the 
introduction of 


Office 
Appliances 


Right now You have many 
customers who would 
use this device 


IF YOU WERE SELLING IT. 




























Every business office factory, billi- 
ard hall, livery , telephone com- 
pany, shipping and receiving room, 
correspondent, bank and broker 
Absolutely Needs This Stamp 
Write us and learn of an offer we have which means MONEY 
FOR YOU, and ask for FREE booklet, ““The Business Man's 
Time Saver,”’ mentioning edition 4. 


Perry Time Stamp Co. 


82 S. Canal Street 27 Thames Street 
CHICAGO, ILL. NEW YORK, N. Y. 


BBANCH OFFICES IN ALL IMPORTANT CITIES 

















300% 
Morton’s Crystal 
Odorless Typewriter Oil 


Finest Made. 
Sample and prices on application. 


MORTON MFG. CO., LOUISVILLE, KY. 














KEEP TRACK WITH TACKS 


Do you want a bird's eye view of your business? Then adopt the 
**‘Map and Tack’’ System 

By the use of different colored tacks on a map you can readily 

route your salesmen, locate customers, indicate prospects, 

etc. Write for free sample map and price list. 


John W. Iliff € Co., 350 Wabash Ave., Chicago, Ill. 


























~ Don’t Prick 
Your Tagore 
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=s 
st in a fruitiess and exas 
perating search for an 
adjustable index guide 
t may be hidden ina 
ellany 





ed up mis 


Jinteal } 





} f pens, pins, clips and 
| rubber bands 
| Y may not find it and you're losing time anyway. Keep them al! in 
It provides a place for each of these useful little articles, tells you 
hen your supply is low and brings tl 2 nto handy rea It utilizes 
aste space only Made of fine aluminum in six npartments and is 
sily attached to the desk under the pig nh One of the neatest 
etr e-savers ever put intoa r r lesk 
And e have cut the price to 50c postpaid to any address Send 


HUDSON & HUDSON - - Toledo, Ohio 




















RELATIVE MERIT OF ROLL AND FLAT TOP 
DESES. 


A well-known Chicago business house 
discarded all its roll-top desks for the 
office in favor of the flat-top construction, and in 
an interview the manager gave the following 
reasons for doing so: 

‘‘Roll-top desks are the best desks, in my 
opinion, for the executive officers of a concern, 
men, who by reason of their position, must fre- 
quently leave unfinished work of a secret nature 
to take up something which comes up suddenly, 
but for the general office and clerical forces, in- 
cluding even the salesmen, we think the flat-top 
desk the best. 

‘*In the first place, the flat-top desk prevents 
‘soldiering,’ for no one can hide his idleness be- 
hind a convenient fortification. This results in 
an accomplishment of more work and stricter at- 
tention to business. Then, too, when night comes 
we insist on having all desk tops cleared off. 
All papers are placed in the drawers, and we 
find that papers filed in drawers are more fre- 
quently handled than those filed in pigeon holes, 
consequently they get the attention they de- 
serve, 

‘*General managers, purchasi agents and 
other officers, in whose care are placed data and 
documents which must constantly be referred to, 
many of them very confidential in their nature, 
and most of them of varying size, find the n 
hole a convenient mode for classification. en, 
too, these men are usually vitally interested in 
the suecess of the business, consequently the 
usual objections to the roll-top do not apply.’’ 





THE CARD INDEX IN POLITICS. 


The card catalogue or index system has been 
utilized in a great variety of ways since its 
value was first demonstrated in library work. 
It is used for one purpose and another in all 
modern business establishments, and has helped 
to revolutionize the method of keeping accounts. 
It has remained for a clever Canadian to make 
what is probably the first application of the 
system to politics. This man, lately elected to 
the Colonial Parliament, was for many years an 
alderman of Montreal and conceived the idea 
of getting a stock of information about voters 
before opening his recent campaign. He had a 
preliminary canvass made of his parliamentary 
district for such purposes. No attempt was 
made to solicit votes; no political questions 
were asked, except the chgle one relating to 
the party affiliation or inclination of the voter, 
but on the card, when it was made and filed, 
was a condensed description of every voter in 
the district, with his business and his private 
address; also his telephone number, if he had an 
instrument. A second canvass was made at the 
time of an election ‘‘seare,’’ and was as thor- 
ough as the first, every canvasser being required 
to see his man. If the description of a voter 
did not tally with the first there was an investi- 
gation. A third and final canvass was made, 
the result being that much ‘‘dead matter’’ was 
eliminated from the voting list, and the chance 
for fraudulent voting greatly lessened. It was, 
in faet, an elaboration of the pollbook system 
preliminary to American elections, but much 
more convenient and practical. The list of 
something like 9,000 voters was given con- 
secutive numbering and every voter was known 
by a number, making it possible for votes to be 
discussed, tabulated and telephoned about with- 
out using names, The opposition papers in 
Montreal regard his camp as remarkable 
for its systematic operation and say the candi- 
date could not have won without this card in- 
dex. It is admitted also that his election was 
entirely free from fraud. He was not practicing 
it on his side, and had made it impossible for 
others to do so. The plan is one capable of 
many adaptations in polities, and doubtless once 
the idea is grasped it will be put in practice 
in many quarters, 





All green business men are welcome to the 
flood of knowledge to be found at the National 


Visit the National Business Show in March. | Business Show in March—opens St. Patrick’s 
| Make your headquarters in our booth. 


| day. 
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Why Dont You Use 
TreLOCKE 
ADDER? 


The Famous Calculating Machine 


Enthusiastically endorsed the world 
over. Rapid, accurate, simple, prac- 
tical, durable. Computes nine columns 


simultaneously. Adds, subtracts, etc. 
Saves time, labor, money. Capacity 
999,999,999. Will last a lifetime. 


THE MODERN BUSINESS NECESSITY 


Should be on Every Desk. 
Read What Pleased Users Say 


6100.00 would not take it trom me. It is all you claim.—A. A. 
Carver, Troy Center, Wis 

I do not think the 6375.00 machine can be compared with 
your 6.00 machine..—R. G. Malhiot, Avoca, Le 

Have found it entirely o4 ial to any of ‘the high-priced cal 
culating machines... J. dlire/, Visalia, Calis 

Does the work of a 8375.00 machine for ‘the small amount of 
6.00... Thomas J. Mitchell, Heiena, Ark 


Two models: oxidized copper finish, #5.00; oxidized 
silver finish, with case. $10.00. prepaid in U.S. Size 
4x10% ins. Write for Free Descriptive Booklet, 
Testimonials and Special Offer. Agents wanted 


G. E. LOCKE MFG. CO., 189 Walnut S1., Kensett, lowa 














The Ideal Automatic Envelope Sealer 


Moistens, Folds and Seals Envelopes without re- 
gard to contents up to '4 inch in thickness. 

Genege ready for use one envelope or thousands. 

Simplicity itself—nothing whatever to get out of 
order. Can be operated at sight by the merest novice 

A great time saver Does the same and exact work 
as more complicated machines costing ten times the 
yrice. The speed is unlimited. Sanitary and clean 
Absolutely does away with gummy fingers and the 
disagreeable features of licking envelopes 

The Ideal is so universally satisfactory that without 
question or hesitation we will refund the price if 
not found as stated 

Delivered anywhere in the U.S 

Price, $3.50 

Many unsolicited testimonials like this are on file 
in our offices: Wm. G. Johnston & Co., Pittsburgh, 
Pa.: “ You Aave a most excellent device.’ 

You will never know what it is to be without this 
handy office device until you have used it. Order one 
now, Immediate shipment upon receipt of remittance. 


wanted in every city In the 


AGENTS } Ss Write for discounts 

THE MAILING MACHINE Co. 
We show a photo re 

production of our Pen 

















3 Vine Street, Philadelphia. 








A acts tat of 


/ Carbon Paper rhe 
Cha ans Jer Cuber original and dupli- 

~ate Is there any 
A Avan wit Nice? All Whit 


field’s Carbon Papers 
whether for pen, pen- 


hiavty propa — 


( . ’ cil or the typewriter 
Original are equally good 
Manulactured non 

smutting, long last 


CL aa otf cs < 34 f- A line of sam 


ing 
ples are yours fora 


4 Hw a b Voce Quine request on a letter 
head, with an inter 

paA- 4 udder sa. esting Price Folder 
We pay shipping 


Lie. a = 
charges. Toinquiries 


y ’ not from 
Duplicate) : 


uses, 2) cents 
WHITFIELD CARBON PAPER WORKS, 125 Liberty Street, New York City 


hiatty 
/ business 











Come to the National Business Show in March 
and see all the typewriters——pretty ones, too. 
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EXTRACTS FROM THE DIARY OF A 
SALESMAN. 


Salesmanship is frequently improved by grasp 


ing a new idea and deducing therefrom a whole 


system of helpful facts. 

Everyone has his individual way of doing busi- 
upon deductions from his own ob 
servations and experiences, and fitting indi 
vidual nature. 

Canvassing for 


ness, based 


his 
made 


business can be quite in- 


teresting, or it can be made very monotonous 
and uninteresting. An hour’s canvassing, if it 


is uninteresting work, disqualifies the salesman 
for effective efforts when he comes across a live 
prospe t. 

The best systems yet devised for handling the 
sale of Office Appliances makes some canvassing 
necessary. 


rhe method of canvassing, commonly known as 
‘*door to door canvassing, where the salesman 
steps into an office, asks if they are in the mar 


ket for goods, and upon being informed that 
they are not, goes away, accomplishes very lit 
tle more than to disqualify the salesman for 
‘ffective efforts 

It is well for a salesman to studiously avoid 


araneces of nervousness, 


all appe 


Circumstances that are easily made awkward, 
or strained hy a few ill-timed words, are fre 
quently met with in eanvassing, and the best 
man on earth is subject to an ill-timed expres 
sion if he allows himself to get nervous 

The habit of silence in uch instances is a 
rolden treasure when rightly practiced 

Silence should he tucliously practiced so as to 
llow your man to unburden himself of all he 
cnows that vou want to know 

\ suggestion or two simply and slowly ex 
pressed by a salesman who handles himself in a 


lignified manner, will accomplish more than 


whole explanatory oration nervously delivered. 


telling how tl esinan happened to be in the 


Vieinity and just thought he would drop in 101 
i moment to e if the partv wa not in the 

irket tor it pewriter 

Gioods are most lways purchased by someone 
ith more iuthoritv than the offies bov (or 
equently, it Is Lest to see the man in authority 

1 not 1st s Ikis with others, wasting 

ir time, and what 8 more important to vi 
ur own time and energy 

Stat our proposition simply by a few sug 
estions, then practice the habit of silence until 

r man has had time t entirely unburdet 
his mind in response to the suggestions von have 
iven nit 

Don’t overlook a single branch of the business 
f your man oes not want one thing, he may 
vant another Or, he mav have heard some 
friend talk about a new iiding machine or a 
ew typewriter, and a well directed suggestion 
will cause hin to rack his memory in your 
behalf 

If the man in authority seems disinclined t 
talk to you, it is unwise to press him. In sue} 
1 case a dignified, silent retreat will stand 
your favor against the next call you make upo! 
him. 

\ calm, dignified bearing, without the element 


of awkward stiffness, is advisable. 
\ salesman should do his work slow enough t« 


make it effective to a high degree, but he should 


be a constant and steady plugger. 

Hurried, or nervous canvassing results more 
in agitating the salesman and in raising an in 
visible barrier between the salesman and pros- 


pective customer than in producing business, 
To quote from one successful old timer: 
**Go calmly, go serenely, go augustly,’’ 
‘None can withstand thee then. 

\ salesman calling upon a party and finding 
nothing required should endeavor to make the 
count for future business, if nothing more 
leaving behind a pleasant impression of 
his business, who is truth 


eall 
than by 
one who understands 


ful, and with whom it will be agreeable to do 
future business. 

The general carriage of the salesman, the talk 
ing of his business straight to the point in as 
few words as possible, go a long way towards 
making the impression he leaves behind. 


A good salesman makes a constant studv of 


the economic use of his time This is ve in 





portant, and perhaps nothing is so liable to mis 
appropriation as Time. 
If a salesman does not make a practice of talk 





ing all the branches of his business, he is con 
stantly losing time, or its equivalent—profits. 

\ salesman can lose time by putting too muc! 
distance between the calls he makes 

SELLING TYPEWRITERS. 

The typewriter business has six general depart 
ments, namely: New Machine Sales, Secon 
hand Machine Sales, Office Furniture Sales, Su; 
plies, Rentals, and Repairs. Each is an in 
portant department, and there are schemes f 
securing business for each department. 


A good salesman will have a thorough an 
omprehensive understanding of the methods 
handling the business in each department, an 


the inducements offered the customer by the sys 
tems employed to get the business. This know! 
lge should be clear and at the tongue’s end at 


} 


ill times, otherwise the 
ill branches of the | 
It is a good idea to get acquainted with 
not particular 


salesman will not pus! 


usInNess 


stenographe: whens I possible, 


to sell goods, but through the stenographer c¢a1 
be learned the mdition of the typewriter 
whether the stock of supplies needs replenis! 
ing, or she might like to rent a typewriter f 
use at home, or might know of someone in the 
market or of son ne who should be. 

Each branch of the typewriter business w 


in harmony with, helps every other bran 

The help given | each branch to every othe 
branch means a sa gy of time, and very fre 
quently means the knowledge or ignorane: f 

oneern being open for business, 





CURED BY A TYPEWRITER. 


There is one young business man in this towr 
who has been cured of drinking by a nove 
method. He is bright, entertaining fellow 
ind he and his partner had a thriving meré 
tile business. But Smith—I eall him Smit 
beeause his name s something else let tl 
good fellow habit get too strong a hold upo1 
him. with the result that business fell off. Che 
office foree was reduced, and the stenographe: 
was let go, as Smith was an expert on the type 
writer. Things went from bad to worse. Smith’s 
partner tried to hold him in cheek, but it was 
no use. At last a brilliant idea came to th 
partner. Smith had been on a three days’ spre« 
doing a little work in the mornings—and ver 
shaky mornings they were—and devoting the 
afternoons and evenings to enriching t 
saloons along the line On the fourth morning 
hefore Smith arrived, his partner had a type 
writer repairer in the office for half an ho 
ind the way was paved for Smith’s reforn 

Smith arrived at half past nine, looking ver 
wobbly. He opened some mail, then sat dow: 
to the typewriter to write a letter. He lit 
cigarette, took a puff, laid it down and looke 
it it in disgust. Then he pulled himself t 
gether, rubbed his head, shuddered, and start 

work He had got the ‘‘Dear Sir’’ writter 
when, glancing at the date line, he saw that 


something was wrong with it. ‘‘San Francisco’ 


had turned itself int ‘ Jenklkfkotmi.’ ** Dear 
Sir’’ read ,,Pukl Jk! He looked again. H« 
tipped his head t ne side and squinted at th« 
words. He passed his hand over his eyes, clos¢ 

them a moment, then took another look. He 


glanced around the office, but no one was observ 


ing him. He evidently decided to ignore the 


illusion, and furious y¥ pounded out the first lines 
of his lette: Then, cautiously, carefully, wit! 
bated breath, he lifted the carriage and l oke 
It was a wild, incoherent jumble. Hastily gra 
bing his hat he fled from the office. He tool 
car to the waters of the bay, thinking part 
the time of how inviting and motherly the 
looke Then, wit! big vow registers 
started for the office 

pewriter repairer ha beer 


Meanwhile the 
busy getting the type back onto their right 
and the partner had written what Smith had 


ter d to write and left it in the machine Ay 
Ww ~ n Smith hesitatingly sat down to the 
chine, and looke tiously at what had bee 
written, he heaved a big sigh of relief 
Smith is now a good man instead of a go 
llow The Teetotaler, in News Letter 








MID-WINTER CARNIVAL AT ILION. 
The employes of the Remington Typewriter 
Works held their first annual mid-winter gath- 


ering in the Opera House, January 12. Over a | 


thousand persons attended. 

The auditorium was prettily decorated. Over 
the stage was the inscription, ‘‘Welcome to 
Our First Winter Gathering.’’ On one side of 
the balcony appeared the motto, ‘‘The Rem- 
ington Forever,’’ and the other, ‘‘To Save 
Time Is to Lengthen Life.’’ When the curtain 
was raised there was disclosed upon the back 
wall the following: ‘‘The Peacemaker, Ports- 
mouth, 1905; Pretoria, 1902; Paris, 1898.’’ 
This was in allusion to the fact that the Rem- 
ington typewriter was used to transcribe the 
treaties of peace concluding the Russo 
Japanese, the Spanish-American and the British 
Boer wars. At either side were bats, gloves and 
other apparatus of the baseball and cricket 
teams of the typewriter employes. Strings of 
carnations and potted plants completed the 
ornamentation of the hall. The members of the 
Typewriter Works Hose Company, eighteen in 
number, attired in handsome new uniforms, 
acted as ushers. 

The Typewriter Band opened the evening’s 
program with an overture, ‘‘ Poet and Peasant,’’ 
and then General Manager Calder made a few 
remarks. He told of the athletic organizations 
connected with the plant and the good sport 
which resulted from their formation. He re- 
ferred to the field day, which will be an annual 
event, and then told of the work of the various 
foremen in arranging this gathering. He an- 
nounced that Seth G. Heacock had given the 
sum of $100 for the field day events. Mr. Calder 
was loudly applauded. 

Musical selections were given by Gilbert B. 
Pelton, the Temple Giee Club and Christopher 
C. Mackin. D. L. Don, of Utica, gave a mono- 
logue in the German dialect, and was followed 


by a detachment from the Thirty-first Separate | 
Company, in a fine physical drill. Moving | 


pictures of local scenes were shown. 

The entertainment concluded with an enjoy- 
able comic sketch entitled ‘‘Sawdust Bill,’’ pre- 
sented under the direction of Mr. Don, with 
the following cast: 

Sawyer Cunningfoot, a dramatic agent, E. 8. 
Parsons; Sawdust Bill, a bouncer, ‘‘the real 
thing,’’ John Cafferty; Phoebe Eatinghouse, a 
waitress, Miss Bessie Bastow; Claude DeBooth, 


a barn storming actor, William McAndrews; | 


Madam Heartburn, another barn storming 
actress, Miss Margaret Fitzer; Stella Vocal 
Voice, a fly soubrette, Miss Harriet Weller; 
Charlie Easy Money, a fly typewriter agent, 
William McKnight; Reuben Glue, a cousin to 


Sawyer, M. J. Fogarty; Stubbs Galliger, a | 


tough mug, J. Mallory; Phillis, the cook, Harry 


Daly; Jack Ballard, the singer, C. C. Mackin; | 
Miss Cross Face, who keeps a watchful eye on | 


the typewriter girls, Miss Ida McArthur; type 
writer girls, Miss Mary Fullem, Miss Myrtle 
Deo, Miss Ethel King, Mrs. N. Barger; Clara 


Cunningfoot, daughter of Sawyer Cunningfoot, | 


Miss Ruth Cafferty; quartette, Roy Brown, C. 
C. Mackin, Fred Howard, T. R. Quaife; Mrs. 
Cunningfoot, wife of Sawyer Cunningfoot, Miss 
Flora Weisbecker. 

Dancing followed the entertainment in Har 
ter’s Hall and Wilcox’s Academy. 

The executive committee in charge of the 
affair consisted of A. B. Grout, John Mont 
gomery and George Oliver, assisted by the fol 
lowing committees: Entertainment —A.  B. 
Grout, Geo. E. Oliver, John Montgomery, Fred 
W. Aicheler, Floyd 8S. Brooks, Gilbert B. Pelton, 
Roy Brown. Decorations—Fred T. Ward, Bert 
Diss, Theo. H. Schesch, Geo. A. Lovell, M. Sul- 
livan, John Hill, A. A. Jones, H. D. Hyde, A. 
G. MacFarland. Reception—Wm. Marsland, H. 
W. Hanks, John Van Gumster, L. J. Robson, 
Frank M. Mentz, H. J. Robbins, Burdette John- 
son, C. Booth. Tickets—Chas. E. Maurice, Rob 
ert A. Shepard, J. L. Cone, Edw. McCoy, James 
Eagan, Orville Young, Jas. Bastow, Clarence 
Northway, Geo. E. Bates. Advertising and Pub- 
licity—Floyd Van Alstine, Fred Ward, Wm. 
Shumway, A. H. Stone, Geo. E. Neale, Chas. 
Ribolin, Geo. H. Griffiths, Wm. Vincent. Dance 

Fred W. Aicheler, Chas. Weisbecker, Geo. 
Edick, Fred Weisbecker, Floyd Mentz and Wm. 


Carroll. 
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The Latest and Greatest 
Improvement 
of the Writing 
Machineisthe 
NEW 

ESCAPEMENT 


of the 


Remington 
Typewriter 


It sets a new standard for The NEW REMINGTON 
LIGHTNESS OF TOUCH, | MODELS also have a New 
SWIFTNESS OF ACTION | Variable Line Spacer, New 

~ | Side Guide, New Two Color 
and PERMANENT EXCEL- | [ever and other important im- 


LENCE OF WORK. | provements. 


















Remington Typewriter Company 
325-327 Broadway, New York Branches Everywhere 























KEEP YOUR HEALTH 


By using the 


Adjustable Spring Back Chair 


for 


STENOGRAPHERS AND OFFICE MEN 


They rest your back and make work easy 
Satisfaction Guaranteed. Send forCatalogue NONE GENUINE WITHOUT 
THIS TRADE MARK 


AAA 


The Davis Chair Co. | too rox resve nan 


S. N. McCloud, Mgr. On UPRICHT UNBES 


BACK REST 
MARYSVILLE, : OHIO 
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MARVELOUS INSTRUMENT THAT RECORDS 
THE HUMAN VOICE OVER WIRES. 


A perfect and practically indestructible phono- 
graphic device capable of recording not only 
words spoken over the telephone but of repro- 
ducing every intonation of the human voice, 
every eccentricity of laughter or note of despair, 
in short, an instrument which records all sounds 
with mechanical exactness and which can even 
reproduce heart beats. The instrument is called 
the Telegraphone, and it is one of the marvels 
of an age opulent in world-revolutionizing in- 
ventions. It is in a class with the electric mo- 
tor, the telephone, wireless telegraphy and the 
X-Ray in the field of scientific wonders. 

New Idea in Magnetism. 

The telegraphone is the invention, or discov- 
ery, of a Danish telephone engineer of the name 
of Haldemar Poulsen, who conceived the idea 
that under proper conditions magnetism could 
be absolutely localized at the point of contact 
in hard steel. This was revolutionary to the 
fundamental, known laws of magnetism. Poul- 
sen prosecuted his experiments and at last was 
able to announce the correctness of his hypothe- 
sis in a crude illustration at the Paris exposition. 

The discovery so completely reversed the 
known principles of magnetism that when he 
later sought patents in America his application 
was denied on the ground that his invention was 
impossible. 

It is a far cry from the first rude contrivance 
to the perfected instruments which Mr. Eaton 
brings from Denmark. The operator now talks 
onto a fine, naked steel wire or onto a steel 
dise. There his voice remains to be reproduced 
later at pleasure. By actual test, the human 
voice so recorded has been reproduced as many 
as 40,000 times without deterioration. The wire 
or the dise can be rubbed or scratched or rusted 
and burnished with emery paper without affect 
ing the record. Only in one way can the record 
be destroyed, and then it is sponged off instantly, 
as clean as a slate, and is then ready for a new 
record, 

No Harsh Sounds. 

The quality of the speech and the tone of the 
music reproduced is as soft and clear as the most 
nearly perfect transmission over a perfect tele 
phone. 

There is no mechanical grating sound because 
the record is electro-magnetic and not mechani- 
eal. The operator literally talks into the mole- 
cules of steel. Its inventor now claims that he 
has perfected the telephone because the telegra 
phone records perfectly both ends of the tele 
phonie conversation, Contracts, brokers’ or lers, 
conferences, or love messages over the telephone 
ean all now be preserved on a spool of wire and 
repeated a limitless number of times. 

How Instrument Is Used. 

A business man can have a telegraphone trans- 
mitter on his desk and dictate all his letters to 
a typewriting bureau, where the letters can be 
typewritten and sent back for signature, mail 
ing, ete. Personal letters need now no longer 
be written but can be talked on to a wafer of 
steel and sent through the mails with or without 
an envelope for a two-cent stamp. The length 
of the reproduction is only limited to the length 
of the wire, so that whole operas or entire plays 
ean be listened to at home without interruption 
and with the original quality of tone or articula- 
tion employed by the singers or actors. 

The power of this strange little instrument to 
draw the speech of an absent friend out of a 
cold piece of steel, where it lies beyond the de 
tection of the most powerful microscope, has 
something uncanny about it. 

The telegraphones have so far only been made 
in Copenhagen, Denmark, and there are not 
more than fifteen of the instruments in the 
United States. 





There’s only one event in March that you 
want to remember—-St. Patrick’s day—opening 
of the National Business Show. 


If you have been questioning the value of a 
certain office appliance, go to the National Busi- 
ness Show and compare the others in the same 
line. 


| 


| 
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TYPEWRITER 
DEALER or 


MR. SALESMAN 


DO YOU 
KNOW 
WHAT THIS 
IS? 


You are losing money if you don't. 














SEE PAGE 4 OF 
“OFFICE APPLIANCES” 


\ December Issue } 


This picture illustrates the Governor, 
actual size, showing Gears and Brake- 
Shoes, with Cover Removed, as used on 


The JARVIS 


TYPEWRITER TABULATOR 


The only device of its kind in the world that 


PREVENTS JARRING 
REMOVES REBOUND 
SAVES TYPEWRITER 


A jump to any whole number or fraction 
in one operation, with the carriage travel- 
ing more slowly on longest jump than on 


ten spaces. ‘ ATTACHED to any 
STANDARD make. 


THE GOVERNOR 


is only a part of the Tabulator, but it is 
THE PART that does the work. Write 


us for pictures of entire device, and de- 





scription, and 


GET YOUR TERRITORY 


A great opportunity for right men. 


Jarvis Typewriter € Tabulator Co. 
792 Elliott Square, Buffalo, N. Y. 


Large illustrations of entire device shown in 
December Office Appliances. 























A NEW CANADIAN OLIVER AGENCY. 

Probably one of the most important moves 
with the larger typewriter companies in Canada, 
is the transferring of the Oliver Typewriter from 
the interests controlled by the Lineotype Com 
pany, to the well known firm of Newsome & 
Gilbert, Limited, who maintain headquarters at 
13-15 Adelaide street, Toronto. 

The firm of Newsome & Gilbert 
old firm of Newsome & Co., who were formerly 
agents of the Smith-Premier Typewriter. In 
March last Mr. Gilbert bought Mr. New 
some’s interest in the business, Mr. Newsome 
the handling in Canada of 


s icceeded the 


out 


devoting his time to 


the new L. C. Smith & Brothers typewriter. 
Mr. Gilbert still retains the firm name of 

Newsome & Gilbert, Ltd., and maintains six sta 

tionery travelers on the road, and in addition 


to these anticipates placing six or eight type 


writer representatives in the Canadian territory 

Mr. Gilbert in commenting on securing of the 
Oliver agency, advises us that he had previous) 
decided, owing to the increase of their stationery 
line, not to handlk but from the 
demonstration made by the Oliver representative 


typewriters, 


Mr. Betz, and the territory covered with the 
contract presented, the inducements were too 
strong to justify their remaining out of a fir 


in which they are so well acquainted. 


Mr. Gilbert is se iring one of the strongest 
organizations that ever sold typewriters in 
(Canada. Associated with them will be A. H. 
(©. Dally, recently in charge of the Stoker De 
partment of the Westinghouse Machine Co. of 
Chicago; William Derby, recently selling the Un 
derwood typewriter at Detroit, Mich.; T. J. C 
recently connected with the Monarch machin 


in Toronto, and Mr. Skill, for eight years with 
the Oliver Co. In addition to these, a thorough 
department will established, 
lady from Chicago. 
The firm, as representatives can lb 
red, will open branches in Montreal, Ottawa 
Halifax, St. Johns, Hamilton, London, Winnipeg 
Calgary and Vaneo in the Canadian field. 
We hope to he to show the fraternity i 
likeness of the Mr. Gilbert, ‘‘the man behind thx 


employment be 


charge of a young 
as soon 


sec 


ante 


gun,’’ and will give further details concerning 
the new Qliver agency in our next issue. 





OLIVER TYPEWRITER PEOPLE MAKE AN 
NUAL PILGRIMAGE. 
be 


Success, 


A great institution must conducted along 
broad lines or it cannot be a 
The Oliver Typewriter Company is a great 
stitution. It has grown because it has 

been conducted in a broad-minded 
With an abundance of capital to finance such 
an institution, with broad-minded and far-seeing 


creat 
great 


way. 


men at its head, with ability and capability in 
fused into every artery which diffuses _liv« 
blood throughout its entire system, the future 
success of such a necern as this one is as 


sured. 
Believing that fraternity, harmony and organ 
watchwords of 


ization should be the the « 
pany, its officers have always labored with that 
motto in view. In line with this thought, th 


plan was inaugurated several years ago, of bring 


ing every officer, manager and salesman, at least 


once a year, to the real home of the institutio1 
there to see and understand how the artic] 
which means so much to all, is produce d and pt t 
fected. 

This annual inspection of the works was fit 
tingly heid during the last week of the old 
when managers and salesmen are contemplating 


of the past year, and plat 
1+ 


the suecess or fail 


ning ana devising for greater results in 
present. 

For this year annual inspection of 
works by the officers, managers and sales 
has been conduct in two sections. 

The first was a convention of head traveling 
salesmen, who, to the number of about seve 
five, visited the factory on December 22, wher 
they had an opportunity to watch the work in 
its various departments, whie in progress. Thes¢ 


gentlemen were accompanied by most of the 
ficers of the company. ’ 

On December the managers and 
managers, to the number of fifty-two, represent 
ing practically all of the large cities through 


assistant 











out the entire country, visited Woodstock, LIL, 
and the Oliver factory, and were entertained in 
u most royal manner. 

This visit was a part of a four days’ program, 
prepared by the general offices in Chicago, for 
the annual conference of managers and assist 
ants, 

The balance of the program was diversified 
and consisted largely of morning and afternoon 
onferences in Chicago, with an evening theater 
party to close a profitable day’s work. 

The visit to Woodstock was under the man- 
agement of Superintendent Whitworth. The 
gentlemen came in a private car, arriving here 
at 10:08 a.m. They were immediately escorted 
to the factory, where the local employes had 
prepared some surprises for them. 

After witnessing the almost perfect evolutions 
of the O. T. fire drill, in charge of Captain C. R. 
Leidig, which were heartily applauded, the vis- 
itors gathered in the front part of the factory, 
where, with combined voices, they sang ‘*‘ Why 
Not Join t ’ to the air of ‘‘ March 
ig Through Georgia.’’ 

During the singing of this song, which, to 
gether with several others has been especially 
composed for the use of the company, the 700 
employes gathered toward their visitors. When 
the song had been completed 700 voices as one 
man, lead by Sylvester’s orchestra, responded 
with ‘‘Oliver! My Oliver!’’ to the air ‘* Mary- 
land! My Maryland.’’ 

This song, rendered by the entire body of 
Oliver employes, each of whom seemed to have 
caught the spirit of the affair, was an inspira 
tion for any occasion. 

To say that President Lawrence Williams, 
Superintendent Whitworth and all of the vis 
itors were pleased is but putting it mildly. 

Other songs rendered were ‘‘ We Have a Right 
to Crow,’’ air ‘‘Molly, O;’’ “The Oliver Is 
Handled From Chicago,’’ air ‘‘ You’l] Find ’Em 
’? «The Oliver Is King,’’ air, ‘‘ Auld 


Procession 


in Chicago; 
Lang Syne.’’ 
We herewith print 
00 voices united, of 
OLIVER! MY OLIVER! 
Air, ‘‘Maryland, My Maryland.’’) 
You came to see and understand, 
Oliver! my Oliver! 
That best that’s made in all the land, 
Oliver! my Oliver! 


words, as sung by the 


employes, 7 


We welcome you to view the shop, 
And the machine that is on top 
That makes all competition drop— 


Oliver! my Oliver! 

We work with all our might and main, 
Oliver! my Oliver! 

And know our task is not in vain, 
Oliver! my Oliver! 

To build you so that you are right— 
lo make the salesman’s duties light, 

And help them win in ev’ry fight 
Oliver! my Oliver! 

In you we place our ev’ry trust, 
liver! my Oliver! 


( 
Your U-shaped bar will never rust, 
| 


liver! my Oliver! 
And if your action they will test, 
Ch "ll find it surely is the best 
We know that you can prove the rest, 
t)} ver' mv Oliver' 
y are the one that we adore, 


Oliver! my Oliver 


We sing your praises o’er and o’er, 
Oliver! my Oliver! 

You gain the heights without a guide 
And win your battles far and wide 

We know that vou are true and tried 


Oliver! my Olive 


W hile | the managers proclaim, 
Oliver! my Oliver! 

All the pe nts that have won fame, 
Oliver! my Oliver! 


May it in their memories twine! 


That we are with them ev’ry time 
And all the glory shall be thine, 
Oliver! my Oliver! 
After the completion of this happy serenade, 


the visitors repaired to the offices of the super- 
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An Agency that will Surely 
Pay You Big Money 


Have you ever been bitten by the ‘‘ get-rich-quick ’’ agency tion ? 

Have you ever worked yourself almost to death trying to make what was ad- 
vertised as an easy (?) fortune? 

Have you known of some one else who has, if you haven’t, and are you afraid 
of every agency proposition advertised? 

Then, we want to tell you something about agency propositions : 

There are only two kinds—legitimate and illegitimate. 

Pretty nearly everybody has had some experience with the illegitimate agency 
proposition—pretty nearly everybody has tried to make a success under impossible 
conditions—tried to sell goods that were got as represented, to people who didn’t 
want them. 

While few people have had an opportunity to secure a legitimate agency— 

For legitimate agency propositions are so scarce—so eagerly sought after—so 
profitable to the agent—so va/wadle to the agent’s customer—so respectable and 
dignified—that they are snapped up like hot cakes. An agency for 


OLIVER 


OLIVER 


Typewriter 


THE STANDARD VISIBLE WRITER 


Is one of the very few legitimate agency propositions. 

And these are the reasons why it zs a legitimate agency proposition : 

The Oliver will save its own cost in a year—in saved time. 

Its exclusive mechanical construction insures more and better work in /ess time 
and at /ess mental and physical effort to the operator than any other typewriter. 

Its Exclusiveness practically amounts to monopoly, and competition simply 
demonstrates the Oliver’s superiority. 

And the agent for the Oliver controls the sale of a typewriter the user must 
have, for the user knows he would /ose money were he to buy any other typewriter. 

Now there is good money in it for the agent of the Oliver. 

You can easily add $300.00 a year to your regular salary, and it will only 
require part of your time each day at your convenience. 

Many Oliver local agents make $300.00 a month—several have Io to 15 assist- 
ants under them, and some of our highly salaried officials—managers, etc., were 
at one time local agents. 

What these men have done you can do—for thz2y didn’t sell the Oliver because 
they were good fellows, but because the typewriter users recognized the enormous 
saving of the Oliver and could afford to buy uo other typewriter. 

We will give you our assistance—our knowledge of the typewriter situation— 
our analysis of all other typewriters to show you the superiority of the Oliver—the 
help of our traveling salesmen who will help you close a deal, if you want them, at 
our expense, not yours,—to insure your making big money. 

The Clock strikes twelve once in every man's life—this may be the opportunity 
of your life. You can’t afford to leave off deciding about this legitimate agency 
proposition—you must make up your mind now if you want to be a local agent for 
the Oliver—for some one else may get ahead of you and control the locality you 
should have. 

Write us today—get all our information at the earliest possible moment—you 
can’t get after this legitimate agency proposition too quickly—you can’t start 
earning more money too soon. Address— 


THE OLIVER TYPEWRITER CO., 400 Wabash Ave., Chicago 


PRINCIPAL FOREIGN OFFICE—75 Queen Victoria St., London 
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One pull opens all. 


The [=P 


Large Ring 
Loose Leaf Book 


Strong and Serviceable. 

Cannot break or get out of order. 

Sheets lie perfectly flat from edge 
to edge. 

Closes as firm and compact as 
bound book. 

Used for ‘Loose Leaf Ledgers, 
Journals, Cash Books, Record Books, 
Invoice Books, Stock Books, and 
Miscellaneous Office Records of all 
descriptions. 

Made in 1 4 inch and 2 inch Rings. 
Carried in stock in Three Bindings, 
Full Duck, 4 Cowhide Cloth Sides 
and # Russia and Corduroy. 


Send for sample to-day, it will do 
the rest. 


Irving-Pitt Mig. Co., 


HANSAS CITY, MO. 
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intendent, where a lunch, which had been pre- 
pared by Mrs. W. H. Shipton, was served by 
the office force, Mr. Whitworth presiding. 

The gentlemen, accompanied by Superintend- 
ent Whitworth, returned to Chicago on the 2:08 
train, well pleased with their visit to the ‘‘ home 
of the Oliver.’’ 

The general officers of the Oliver Typewriter 
Company are Lawrence Williams, president and 
general manager; Ricord Gradwell, assistant gen 
eral manager; E. H. Smith, secretary and treas 
urer; Vorley Wright, assistant sales manager; 
John Whitworth, superintendent.—Exchange. 





THE OLIVER GROWTH. 

A meeting of the officers, directors and stock- 
holders of the Oliver Typewriter Company, of 
Chieago, was held during the latter part of Jan 
uary. 

At this meeting the officers submitted to the 
directors and stockholders a report of the prog 
ress made during the previous year. From this 
it was readily seen that the year 1905 had in 
every way been the banner year in the history 
of the company. 

The report showing the condition of the com- 
pany’s business in all its departments was sim- 
ply astounding. The development of the busi- 
ness at the various old branches and the estab- 
lishment of new ones has been so rapid that the 
directors at once recognized the necessity of en- 
larging the business in every way to meet the 
conditions. 

As a first step in this direction the stock 
holders promptly voted to increase the capital 
stock of the company from $650,000 to $1,000,- 
000. With this increase of capital stock, 
amounting to $350,000, that amount of money 
will be immediately available for investment 
in additional manufacturing buildings at Wood- 
stock and for their equipment with necessary 
machinery. 

Large orders have already been placed for ma- 
chinery, and the only delay which is being expe- 
rienced is that of getting this machinery from 
foundries. Superintendent Whitworth has 
already been in the east endeavoring to hasten 
these shipments, and will continue to push this 
part of the work along. 

In the meantime the men employed at the 
plant here are working almost night and day so 
that the output of typewriters can be kept as 
near as possible up with the demand. Within 
the past week the daily output of 125 machines 
has been increased to 150.—Exchange. 





GEO. R. ANDREWS, 


Manager, Northwestern Office, Burroughs Add- 
ing Machine Company, Portland, Oregon. 

One of the leading adding machine salesman of 
America. 

Mr. Andrews was for fifteen years teller and 
eashier of the American Exchange Bank of St. 
Louis. He became associated with the American 
Arithmometer Company six years ago as assist 
ant secretary and treasurer. He remained with 


the concern when it was merged into the Bur 
roughs Adding Machine Company, a year and 
a half ago, at which time he was made sales 


manager. 

Mr. Andrews found inside life at the factory 
confining, and at his own request was 
assigned to the management of outside territory 


too 





ANDREWS 


GEO. R 
last July. He quickly demonstrated his ability 
in the field. He led the entire Burroughs sel! 
ing force for the three months of October, No 
vember and December, winning a magnificent 
diamond locket which the Company offered for 
its leading agent during that period. In De 
cember he made 310 per cent of the quota of 
sales assigned to him by the Company. 

Personally, Mr. Andrews is a very interesting 
gentleman to meet. He is a Virginian by birth, 
and combines all the charming characteristics of 
a resident of that state with an activity and 
business zeal that would almost indicate him 
to be a New Englander. 

In the Northwest he controls Oregon, Washing 
ton, British Columbia, Idaho and Montana for 
the Burroughs Company. 





Our March issue will be the only Programme 
circulated at the Show. 


























Standard of the 
World because 
of the Ideal 
Clip-Cap and 
the celebrated 
Spoon-Feed 
which are 
exclusive 
features, 


~ ‘3 
* 


For sale everywhere. 
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«&@ Interested dealers should write to New York address below. 





Many different 

8 sizes, many | 
j different styles / \ 
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= different prices 7A 
from $2.50 \ 
upward. 
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every writer. K] 


v ’ Send fer our booklet. 
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THE ‘‘S. & T.’’ COMPANY —ITS GROWTH. 

Among the institutions which have added to 
the fame and prosperity of St. Louis as an office 
appliance manufacturing center none are better 
known the world over than The Sieber & Trus 
sell Manufacturing Company, makers of the ‘‘S. 
& T.’’ line of loose-leaf books and devices, a 
line which is known all over the world. 

From a small beginning on the second floor 
of a Twelfth street building a few years ago the 
business of the company has grown to such an 
extent that today it occupies an entire building 
of its own, a slight idea of the dimensions of 
which can be obtained from the foregoing illus- 
tration. 

The present plant of the company is located 
at 4000 to 4006 Laclede avenue, and is an ideal 
location which affords an abundance of daylight 
and gives to the employes many other natural 
advantages seldom enjoyed by factory help. 

This plant is said to be one of the most per 
fectly equipped in the country, not only in the 
way of all the latest machinery but in time, 


cost and other labor and money-saving systems, 
Here is made everything in the loose-leaf line 
which can be found anywhere in the world bear 





ing the = & + thy trade mark loose-leaf 
ledgers, price books, transfer binders, etc., rang 
ing in size from a vose-leaf vest pocket mem 
randum book to ledgers of enormous capacity. 
The company incorporates simplicity of cor 
struction and durabili in all its various « 


vices, relieving them of every unnecessary mé¢ 
chanical complicatior This, together with their 
unusually active selling campaign and intelli 
gent publicity, has created an enormous market 
for ‘‘S. & T.’’ goods all over the world wher 
business is done and where time and labor-saving 
systems are appre lAtée 

Their officers are great believers in quality 
and in a te interview stated that they find the 
public demand for g | rather than low-priced 
articles as the best is always the cheapest. 
They are pioneers price and memorandun 
hooks al rder lers, and eall attention to 
the fact that in style and finish and arrang 
ment the produet the standard for t he 
trade 

NEW COMMERCIAL ADDER PLANT. 

The Commereial A ng Machine Co., of 74 
Frankfort street, Cle ind, is the latest manu 
facturing concern to propose to make Elyria, 
Ohio, its home N ‘tiations are practically 
complet tor a site } the east side, near the 
Dean Electrie Works pon which this company 
will construct a new factory building. It is 
proposed to employ 1 men at the start. 

The whole proposition is more or less on 
tingent pon the ability of the company in ques 
tion to market bonds for building purposes. They 
have already sold $18,000 worth of bonds in 
Cleveland, and are ttempting to sell $12,000 
worth in Elyria. Some success has already been 


met with in this direction. 

The $30,000 represented in this bond issue is 
practically the cost of the new building, plus a 
certain amount of equipment. The major por 
tion of the required equipment is already in the 
Cleveland factory. 

The output of the factory is already sold for 
the next five years. This, in the opinion of the 
promoters, guarantees the success of the ven- 
ture. 

The Commercial adder is said to be simpler 
than most of the machines of this description. 
It retails for fifty dollars and already enjoys an 


established sale. 


WANTED —A Goon 
tng ©6 SALLESMEN 


Lasting in cities and on the road for the 


1906 Model™...” 
==] Remington wer 
(Fay) Sholes 


Has interchange- _' tee 
able carriages, . 
two release 
levers, two color 
ribbon feature, 
a real pointer, 
tabulator, 


Non- 
Filling 






















U.S. 


RIBBONS 


AND 


CARBONS 


are made for the largest distributors in 


the world—and the hold they have on billing 
this trade is due to their many devices, 
POINTS OF MERIT frictionless 
escapement. 


Most intense Jet Black Records, most 
brilliant colors known, greatest copy- 
ing strength, greatest durable qualities. 


AGENTS WANTED EVERYWHERE. 


Our prices will interest you. Write now 


U. S. TYPEWRITER RIBBON MFG. CO, 
817-819 Wainut St., Philadelphia, Pa. 
Manufacturing for the Trade a Specialty 


Wi ure twa a gh tine a 


other is noiseless in 


construction, built to last under hard service. 


Sent anywhere in the United States on ten days’ 
test to prove its superiority. 

** Results Count,” a handsome book of valuable 
typewriter information, and name of nearest repre- 
sentative free upon request. 


REMINCTON (FAY) SHOLES FACTORY 
1043 Majestic Buliding, Chicago 





LOOK BLACK — PRINT BLACK — STAY BLACK 
AZALNVAVND 2194) 0} dn 2417 SNODUVD GNV SNOGGIE ‘S ‘N 












































MADE GOOD ENOUGH TO GET RE-ORDERS — 
Meet me at the National Business Show in ‘*‘There are more traveling men than sales- 
March—Coliseum, Chicago. men.’’ 











OFFICE APPLIANCE | THIS IS THE MOST PERFECT 


D E ALERS ! Adding Machine 


TYPEWRITER AND ond 
ADDING MACHINE Typewriter 


SALESMEN| 
EUREKA 
CARRIAGE 


on your floor, and send out a 







bundle of circulars we'll furnis 
you YOU'LI SELL A 
GOOD MANY 


REMEMBER 


This carriage is just as good tor 
TYPEWRITERS as for ADD 
ING MACHINES 

Ease and Comfort } 


( Jperator 


Safety and Protection | 
Mak hine 


oe || See What the National Bank Examiner of Michigan has to Say About lt— 
YO S EUREKA ADDING MACHINE NILES, MICH., September 14, 1904. 
" . Rubbe Tired Wi ame ARRIAGE CO. DeTrRorIT, MICH 
we Se ies : ntlemen:—I have used your Eureka Carriage with a great deal of satisfaction to 
rk oxidized cops Te elf and regard it as being a daily necessity in every bank. An adding machine 
Highly polished W HERE E THI RM AC HINE areely complete without it. Respectfully yours, 
IS USED s can sell it JOS. W. SELDEN, National Bank Examiner. 
WRITE FOR SPECIAL TERMS, REKA ADDING MACHINE CHICAGO, July 22, 1905. 
- ] -E CO., DETROIT, MICH 
Device is endorsed by all adding ma : otlemen:—We have no hesitancy in declaring that we believe you have the most 
panies and used extensively by ther Also being ficial and valuable « — oes on the market today.—Very truly yours, 
THE NATIONAL BANKER, J. H. FRANCIS, Manager. 


»idly adopted by typewriter concer 


Burche Adding “Machine Carriage Co., Detroit, Michigan. 
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Model No. 3-—$75.00 


The best there is in typewriter con- 
struction irrespective of price. 


Applications for territory are being re- 
ceived. First-class opportunities 
for first-class men. 


Sun Typewriter Company 


239 Broadway, 
New York City. 


Visible Writing 
Extreme Speed 
Heavy Manifolding 
Forced Alignment 
Perfect Work 
Best Type Bar Construction 





Ball Bearing Carriage 
Simplest Mechanism 
Costs Least to Maintain 
Light Touch 
Direct Printing 


Model No. 2-$40.00 


























be a typewriter exponent tomorrow. 


The adding machine man of yesterday will 








Subscribers to Office Appliances are 
readers’’—‘‘from cover to cover.’’ 


**close 

















The Trade Supplied in 
Any Quantity 
at Lowest Prices. 


Send for Net Price List. 


Largest Wholesale Dealers in 


Second-Hand Typewriters 


in the United States 





General Typewriter Exchange 
243 Broadway, New York 























THE SHAH’S TYPEWRITER IS BOILED. 

The Shah of Persia on receiving a costly type 
writer from President Loubet of France, caused 
it, so it is reported, to be boiled ‘‘to take the 
evil spirit out of it tai tl 
burg Gazette, ‘‘ illustrates the limit to which t 


says the Pitt 
germ doctrine can go.’’ The New York Heral 
adds that ‘‘it also shows that the Persians are 
familiar with the homely, but not ineffectua 
method of annealing 
rural housewives with articles of glass and 


still practiced by America: 
metal.’’ 

We have seen typewriters that have beer 
the wars, that have been in battles on ships, tl 
have been through fires, that have been recover: 
from the depths of the sea, that have had w 


; 


and hard words at that, said to them, but this 
the first time we have heard of a ‘‘ boiled t 
writer.’’ 

We referred the matter, in view of its novelty 
to the manager of the Development Departme: 
of the Remington Typewriter Company of New 
York—a gentleman who is in charge of the work 
of preparing typewriters for Oriental and othe: 
languages. He claims that the paragraph 
question may be true, but certainly not of 
Remington Typewriter, for the Shah knows bet 
ter! 

The Shah's personal acquaintance with west 
ern civilization, including typewriters, sho 
make him positive that there is no ‘‘evil spirit 
in the Remington, as he has doubtless used ther 
for writing official letters in French for mat 
years, and has been so pleased with their w 
that he recently ordered a Remington that w 
write Persian. Because it did not reach 
as quickly as he expected, he cabled to the P: 
sian Ambassador in Washington and urged 
to send over to New York and hasten the dé 
ery of the machine. When the messenger g 
New York he found a most wonderful machi: 
just ready to be shipped to his august mast: 


; 


At first glance the machine seemed identi 
with that well known make, with which we ars 
all so familiar, but a nearer and closer investiga 
tion showed mysterious characters on the pape! 
table, and on the front of the machine—th 
name of the machine in Persian. The keyboard 
is ingeniously devised to accommodate the 11 
separate characters which are essential to w 
the Persian alphabet. Some of these charact: 
are fixed on what are called ‘dead,’’ 
‘silent’’ keys—the carriage does not move whe: 
they are operated. So complicated is the lar 
guage that most of the alphabetical letters have 
four different forms, and none of them less tha 
two, each form capable of being written 
different position—at the beginning—at the 

in the middle of words, and some abov: 
other character to form the eombination. It to 
five long years to evolve the machine, to get tl 
correct subdivisions of characters to meet eve! 
possil le contingency. Some of the best linguists 
in the world have been consulted, and time, labor 
and money have been spent for many, man 
months on experiments. At length the labors 
vast resources of the finest 


of the many, and the 
typewriter factory in the world, have resulted i 
producing a machine that is a perfect marvel! 
It is a Remington, pure and simple, keyboar 
type bars, space key and shift keys like a 
others, vet the work has been done so exceeding 
ly well that this wonderful machine will write 
Arabic, Turkish and Persian—languages whic! 


together cover a large portion of Southeaster 
Europe, all Northern and Eastern Africa, and 
great part of the continent of Asia—to say n 
ing of others current among millions of peo; 
in India and the farther East. Get out 
atlas and have a look at the vast field covered | 
this one machine ( me to think of it, possi! 
after all, some Persian court necromancer of 
Shah’s huge household may have got hold of on 
of these new machines, and thinking it s 
sessed an evil spirit,’’ thereupon boiled it! “He 
would not be so much to blame, poor fellow, f 
sed as we are in these days to ingenious mechan 
ies, this, the latest product of the Remington fac 
tory, appears to us to be certainly a marvelous 


machine. 








Put it on 


Papers can't get 
tangled or lost 
when entrusted to 
the never-let-go 
grip of the 


ADPOLE 


Paper Fastener 


This wonderful device is the simplest, 
handiest and most dependable of fasteners. 
It’s the fold that makes it hold. Won't 
slip off; grips two sheets as firmly as 
twenty. No sharp corners to pick up loose 
sheets. Doesn’t mar 
papers—fastens neatly 
at corner, always per- 
mitting of ready refer- 
ence. May be used 
over and over. 


SAMPLES FREE 
for one cent postage. Three sizes, 
25 cents a box Atall stationera, 
or by mail upon receipt « tJ rice 
Agente wanted. 
GENERAL SPECIALTY CO., 
Arcade Bidg., Philadelphia, Pa. 











AND PACKET TIE 


the only one 


PRATT BUNDLE 


Cheapest tie on the market and 


on which memorandum can be made 
mailed to any United States 50 
100 address on receipt of Cc 
bi Applies to any size bundle, any shape 
| Send for free sample. 


Pratt F. Mig. Co. 145 Summer St., Providence. R. I. 








Automatic Numbering 


SAVES. TIME. 








IS CLEARER AND MORE ACCURATE 


THE COMMERCIAL 


IS 
The Strongest 
Simplest and Most 
Durable 
Is Automatically 
Consecutive 
Duplicating 
and Repeats 
at Will 


Steel Wheels 


Engraved 


Cast Frame 
LARGE CHARACTERS Rigid 


123456 5 Wheels, $5.00 
6 Wheels, $6.00 

















Fac Simile 








WM. A. FORCE & COMPANY, Inc. 
65-9 Beekman St., NEW YORK 
188-9 Monroe St., . CHICAGO 




















If you have never had an opportunity to see 
your competitor ‘‘face to face,’’ go to the Na 
tional Business Show in March and stare him in 
the ey2 
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OFFICE 


A DOG SAVED COLUMBIA. 
Battling for life in a half-dark hallway, with 
blinding flashes of electric light dazzling him 
at intervals, Cornelius Gogo, night watchman in 
the Columbia Typewriter Company’s headquar- 


ters, in No. 36 West 116th street, January 9 
was shot in the right knee by one of three 
burglars who beat him terribly and doubtless 
would have killed him had not ‘‘ Boy,’’ his big 
Newfoundland dog, flown to his rescue. As it 
was, master and brute were injured dangerously 
by the blows the burglars rained on them. Gogo, 


whose home No, 100 East 1lllith street, was 
taken to the Harlem Hospital—not, however, un 
til he had made the ambulance driver and a spe- 
cial policeman, Charles Kemp, take him through 
the eight offices of the concern, so he might as- 
sure from his 


is In 


nothing had been stolen 


himself 
employ ers, 


Dog Scented Intruders. 


It really was ‘‘Boy’’ who unearthed the crim- 
inals. His unerring nose told him there were 
intruders in the place long before Gogo had an 
idea of the fact. Indeed, the watchman said 


for a long time the Newfoundland’s 
false alarms. At last his search led 
downstairs, and entered the hall the 
all young men and powerful— 


he thought 
barks were 


him as he 
three burglars 
sprang from the private rooms of as many offi 
cers of the company. 

go opened fire. The thieves dodged into 
corners and, as the light in the hall was bad, 


At last the hammer of his pis- 


(re 


he missed them. 


tol clicked on an empty shell, and in the next 
instant the three were upon him. He wrenched 
himself loose, but one of the robbers snatched 
the revolver from his grasp and felled him with 
the butt. 
toy’’ took a hand—say, rather, four feet 

in the fight just then. He hurled himself at the 
men who were beating his master and got a 


good grip on a leg of one. Gogo’s calls for help 
were mingled with the cries of the thief as the 
dog’s teeth bit through muscle and nerve. All 
the burglars fought Fortunately for 
Gogo, the two who were free had to leave him 
to help their accomplice fight off ‘‘Boy.’’ The 
dog held hard, and the tortured man’s comrades 


savagely. 


in the end abandoned him. Hardly were they 
outside the building when the third burglar 


freed himself and, limping badly, followed them. 
Barking Brought Aid. 

Only part of was done. He had 

saved his master’s life, but Gogo was in a bad 


fov’s duty 


way and needed instant help. So Boy barked 
with all his might. Kemp and Falkenberg found 
the dog licking the man’s hands. Gogo was 
lose to unconsciousness, but he had lots of pluck 
left, and when the ambulance surgeon told him 


he must go to the hospital he said he’d be 
hanged if he would until he knew everything 
was right in the offices Investigation showed 
three safes had been made ready for blasts, so 
Boy had another feather in his pate as 
having been partly instrumental in saving the 
company’s cash as well as the watchman’s life. 

Gogo recalled having seen the men in the 
neighborhood on last Thursday night. He 
warned them away from the building then, par- 
ticularly from an adjoining roof on which he 
first sighted them, saying he would shoot if he 





saw them there again. Shoot he did, but he was 
the only one a bullet hit It is thought the 
bullet that lodged in his knee was intended for 
Boy. 


MIXED IN THE SHUFFLE. 


In the January number of a certain journal 
New York, a picture 


supposed to he Miss 


was shown of a 
Mae E. Car 


printed in 
young lady, 


rington, of Springfield, Mass 

Orrich APPLIANC! lisplayed a pieture in a 
recent issu f the real Miss Carrington, which 
loes credit to the young lad 

As a matter of fact the picture shown in the 

rnal ferred » is none other than that of 
the former Miss Alice Schreiner, who was one 

the Underwood operators at the Buffalo Ex- 
position, who has been married for at least 

ree years and as we inders has two 
hildren 

These things will happe! of burse but, 

aw k Wal | ili 1 I 5 aSt 
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“Save Money Every Day” 


Each unnecessary 








money. 

Use one cent too little 
and perhaps your pack- 
age won't arrive. 


You can’t afford to 


Pelouze 
Postal 





National.......4 Lbs. 63.00 


Union........ 244 Lbs, 2.50 
Columbian.....2 Lbs, 2.00 
Star..... .....-1 Lb. 1.60 ~ Ca | es 
Crescent....... 1Lb. 1.00 


point to the number of cents required the mo- 
ment the letter or package is placed on scale. 


You don’t have to figure—the scale does it 
for you. 
Ev PELOUZE 
SCALE is guaranteed 
accurate and will stay 
that way. 
That's one reason why 


they received the 


Highest Award 


at the World’s Fair, St. 
Louis. 

“No modern up-to-date 
office is complete with- 
out one.”’ 





Mail & Express 16 Lbs. 5.00 
Commercial. ..12 Lbs, 3.75 
GD. Be ccc coce-e ORD 
Chalienge......4Lbs. 2.50 
Victor......... 16 Lbs. 1.75 





For sale everywhere by 
Leading Dealers. 


PELOUZE SCALE & MFG. CO. 
118-132 W. Jackson Boulevard 
CHICAGO 




















[ THE 
HOFFMANN 











WE 
ARE MAKERS OF 


LOOSE LEAF DEVICES 


We send out nothing that does not 
please us first and we are particular 


SEND FOR CATALOGUE FREE 
and Sample of Our Famous Linen Hinge Leal eee 


H. H. HOFFMANN & CO. 


176 EK Mowrop StTReer, CHIcaco 





THE HOFFMANN is ‘The Defender of 
Loose Leaf Ledgers inthe U.S." Atour 
own expense we fought for and won the 
right to make Loose Leaf Ledgers—a bene- 
fit now shared in by all others without 
either legal cost or trouble. ; ; ; 





ESTABLISHED 862 























‘*Meet me at the fountain’’ of knowledge in 
the office appliance line—the National Business 
Show. 





ee | 
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BERKSHIRE 
TYPEWRITER 
PAPERS 


The most complete line manufactured; including light, medium and heavy weight 
papers, in bond, parchment, ledger and the popular fabric finishes, combining the 
essential qualities—strength, durability and fineness of texture. 

















ASK FOR SAMPLES. 


Select the papers from our large line that you want for your 
own line. Send us a stock order and we will furnish you sample 
books of the papers you select with your card on the cover. 


BERKSHIRE TYPEWRITER PAPER CO, 
PITTSFIKALD, MASS. 























When you see it in ‘‘Office Appliances’’ you An adding machine man today may represent 
can rest assured there’s no ‘‘string’’ to it. a typewriter company next year. 











DEALERS 


Find it profitable to carry the 


Webster Line 
of 
‘Typewriter Supplies 


Because of the large demand forthem. They find our 
line the most desirable to handle, because our goods 
give universal satisfaction and are fully guaranteed. 

















THEWEBSY Cy THEWEBSI ER 


inikOry F. S. Webster Company Mankory 


CARBON Papers Boston, Mass. == U. S. A. carson papers 





























THE SALES BOOK CASE. 

Arguments in a case which has been hanging 
fire between the American Sales Book Company 
and the Carter-Crume Company over the ques- 
tion of a patent, were submitted to Judge Hazel 
in the United States district court, recently. It 
is alleged that the Carter-Crume company in- 
fringed upon a patent of the other concern. 
The claim for the patent, if sustained, will be 
worth about $200,000. The arguments yesterday 
were based upon testimony taken from all over 
the country and represented two bulky volumes. 

This is the second trial of the suit. The case 
first came up in 1904, and Judge Hazel sus 
taining the defendant’s demurrer, the complain 
ants carried their suit to the court of appeals, 
and Judge Hazel’s decision was overruled. 

The chief contention of the Carter-Crume 
company is that the invention of the American 
Sales Book Company had been anticipated and 
it was in the effort to controvert this testimony 
that the complainants scoured the country in 
their search for similar patents. 

One of the chief features of the modern coun 
ter checkbook is the carbon leaf which is used 
in duplicating an entry. The American Sales 
Book Company claim to have patented a device 
which makes the action of the black leaf auto 
matic. It is called the ‘‘cut away device,’’ and 
it enables the manipulation of the book with- 
out handling the carbon sheet, by this means 
the soiling of the salesman’s hands is avoided. 

The defendant company in its reply alleges 


that the device has been anticipated. 





A MUCH WORKED MAN. 

Policyholders of the larger life insurance com 
panies, and particularly the Provident Savings 
Assurance Life, hardly know the men who hav« 
but recently been elected to the presidency of 
the companies. 

Having just been elected president of th: 
Provident company, the career of the Hon. Tim 
othy L. Woodruff is interesting. 

Mr. Woodruff’s Career. 

After graduating at Yale College in the class 
of 1879, Mr. Woodruff selected New York City 
as the place in which to begin his business 
eareer. He entered the firm of Nash & Whiton, 
salt dealers, as a clerk. His attention to busi 
ness was so marked and successful that he be 
came a partner in the concern before he was 
thirty years of age. His ability and energy 
brought him into prominent notice among busi 
ness interests, and to-day he is president of the 
Smith-Premier Typewriter company, of New 
York and Syracuse; president of the Malting 
Manufacturing company, of Brooklyn; treasurer 
of the Worcester company, of Silver Springs, 
Wyoming county, N. Y.; chairman of the cor- 
poration of A. J. Whtite, Limited, London; 
director of the Duncan Paper company, of 
Mechaniesville, Saratoga county, N. Y. 

He is connected with a number of financial 
institutions, being among others a director in 
the Provident Savings Life Assurance company, 
the Preferred Accident Insurance company, the 
Merchants’ Exchange National Bank of New 
York, and the Hamilton Trust company of 
Brooklyn. He is a member of the New York 
Produce exchange, the New York Chamber of 
Commerce and the Manufacturers’ Association 
of Brooklyn. He has always taken great inter 
est in educational affairs, and is president of 
the board of trustees of Adelphi college, the 
largest educational institution of Brooklyn. Be 
sides this, he is identified with a number of 
charitable and educational institutions in New 
York, Brooklyn and Syracuse. 





THE ‘‘PRIMER OF SYRACUSE.’’ 
Citizens of Syracuse who have occasion t: 
visit other cities should always include in their 
traveling equipment a number of copies of the 
‘Primer of Syracuse,’’ just issued by the Cham 
ber of Commerce. This primer, which is a small 
folder of four pages, may be used whenever in 
the course of one’s travels a fellow tourist in 
quires about the town in which we live. 
This ‘‘ Primer of Syracuse’’ also explains the 
growth of the ‘‘ Premier of Syracuse’’—a type 
writer, of course 








CARELESSNESS IN THE MAILING 


DEPARTMENT. 

{ number of r subscribers write us from 
time ft time Ca nae our attention to the fact 
that Americans wl laim to be so systematical 
are not regarded so by our brothers across the 
water in all respects The following extract 
from a ietter needs ne omment by us to make 
its meaning clear It should be taken to heart 
DbvY those who read t Ss extract: 

‘Americans have a vame all over the world 
for being smart and systematic. They pay big 
mone for ideas wl ! help towards this end, 
and while they ars mittedly far ahead of us 

1 some respects, the are streets behind in 
others No American firm that we correspond 
with system 11! wue which puts the neces 
sary postage on letters they send us. We re 

eive vy last mi: five American letters nd 
thre eels Chere f the letters had two-cent 
Stamps on them, ar ne of the parcels was 

derweight We were obliged to pay the charges 
n all ¢ this mai We have written a number 
of times sent | k envelopes to draw atten 
tion to this matter, but the only effect it seems 
to have is to produes profuse apology enclosed 
in a letter under two-cent postage, whi ré 
quires us to pay the ifference in order to get 

‘As ire publishers of an Office App 
J rl I n’t mil saying to you that this 
met} a disgrace to American business con 
ditions One of the letters we received in this 
morning mail is fror 1 firm we have been 
loing siness with for the past ten years and 
we hav vritten them about fifty times about 
this mat , and still the continue in the same 
< Ww 

Ve e not going to suggest a remedy, be- 
cause there is no use suggesting a remedy 
peop wi re s k skinned that they even 
send their apologies under short postage. 

‘Tf ve will publish a portion of this let 
in yo rnal, which is much appreciated in 
this fice, vou will be doing a_ kindness 
Ame! n business houses, as well as to win fur 
ther iration from your already numerous 
Englis lmirers. ’ 

There is a remedy for this evil, and it is very 
simple Simply instruct your stenographic force 
to write the figure ‘‘5’’ in the upper right-han 
corn nvelopes for all foreign mail. This 
calls attention to the spot when stamps are 
affixed and suggests the proper amount of post 
age This plan is used by many houses, and 
where the stenographi forces carry out the 
above instructions «nd the mailing department 
is instructed to wat the upper right-hand cor 
ner of the envelope when affixing stamps, 
plaints of this sort are entirely overcome 

Some business houses have all their foreign 
correspondence written on letter-heads and 
envelopes f a different color to suggest foreign 
postage: There are 1 number of ways, but 
where there is no will the way is not much 








eee 


} THE ROGUES’ GALLERY } 


> 





So he ee ee eee a 
RI¢ H AR D —— 

Che xtending ove wo ars and amounting to 
ove $5,001 ed to the arrest of Richard Bond, 44 
years f Brooklyr Bond was a clerk for |! nk 
Lev’ ? itior r 

JAME S H. LANGLEY 

James Henry I, angls etter known as “Doc” Lang 
ley, eig mes indicted in confidence and green goods 
games s said i been connected in a busi 
ness dé vith Charles Atwood Edwards, whose mys 
terious death in his er-in-law’s house in New 
Haven, Conr s st nsolyed, was arraigned in the 
Centre Street Police ¢ t today on a charge of grand 
larceny, preferred by t Oliver Typewriter Company 
He was held in $1,000 bail by Magistrate Mayo f 
exAaA 

J. M. W. LIVINGSTON 

Is wanted in Decat I for the alleged theft of 
fifteen typewriters Was arrested in Springf | t 
s said that Livingston is been but recently par d 

I non City, ¢ penitentiary. 

G. LEWIS WHITFIELD 

The jy e and citizens of Canandaigua, N. \¥ are 
desirous f ascertaining the whereabouts of G. I 
Lewis, a young man who conducted a_ typewriter 
school there for a few weeks. A $50 check was passed 
in the east on a Canandaigua bank, and the publish 


ing of the fact that the party had no account there 


brought agents of the typewriter companies to Whit 
field's school, to find that all was gone. They learned 
that he had shipped a x f “hooks” to Philadelr i 
The typewriter men are now after the “books nd 
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Rebuilt Machines at Wholesale—tilustrated Catalogue on Application 


Special Wholesale Prices on Machines not Rebuilt 











Cylinders Recovered, All Makes, 60 cents 
TYPEWRITER PARTS-WRITE FOR PRICE LIST 


TYPEWRITER INSPECTION CO. 


Established 1892 
317 Broadway, New York City, N, Y. 
J. E. THOMAS, President. A. K. GOODRICH, Secretary. 


























OFFICE APPLIANCE DIRECTORY 
Office Appliance dealers are watching for modern specialties. Here is an opportunity to keep your name before manu- 
facturers at a smal! cost. Space in this directory is open to retailers of Office Commodities, subscribers to OFFICE 
APPLIANCES. The space rate is $2 (limited to two lines, 12 insertions) in addition to the subscription price: $1 Domestic 





and $1.50 Foreign. The publishers reserve the right to exclude names from the list. 

Andrews Typewriter Exchange, E. J. paaten Co. Modern T riter :Bleveta “ 
19 Court St., Boston, Mass. 503 Equitable Bldg. * Tacoma. ~ Schofield Bidg., par wr | 
oes Wash. —10-06 ° 

— A ee eh ped Ng Coast Agency Co., —10-06 | Minneapolis etienere Se 
elese, Cal ss 231 Stark be ern, Ore. | Hennepin S&t., inneapolla, 
4 ; The Chas. F ou ey Co. Owen T r 0. —7- 
O. R. Brown Company., —9-06 42 N. 6th St, Reading, Pa. 313 zack 8 x. Yana, Fila. | 
84 Baldwin Bidg., Indianapolis. fFieider & Allen Co., —7-06 Parkin- <v-*. - Co. —7-06 
w. J. Arnot & Co., 61 Peachtree St., Atlanta, Ga. 205 W. 2nd St. Little Rock,Ark. 
404 McintyreBik.,Winnipeg, Can Gardner Office Supply Co., R. E. Revalk & Co., 
Bacon Bros. & Co., —1-07 318 St.Louls St., Springfield, Mo.| 135 Montgomery St., San Fran- 
422 Crossiey Bid., San Francisco | The Hellperin Stationery Co., cisco, Cal. 
Cal. P tw ag ag 7-06 Pockwell-Barnes Co., —7-06 
i ames &. Lewis, <_— 267 Wabash Ave., Chicago, Ill. 
ovseews ae ya ‘oh Lake Taylor Bivd., Taunton, Mass. E. H. Sell & Co., ? . 
City, Utah Lerner-Bean Co., 118 S. High st. Columbus, O. 
y" ‘ 363 Washington St.,Buffalo,N.Y.| walter A, Scot —8-06 
Geo. C. Bornemann & Co., Harry Lux, 207 Mont aby St., San Prat 
117 Sutter St., San Francisco Logansport, Ind. cisco, Cal. 
Clark & Stuart, McDowell Office Supply Co., pewriter & OfMfce Supply Co., 
Vancouver, B. C. 107 West 7th St., Topeka, Kan. “iar G St. N. W., Washington, 
Rex B. Clark & Co., Millison Office Supply Co., c. 
Griswold St., Detroit, Mich Wichita, Kan. i 8. e ‘Winch & Co., Pueblo, Colo. 





STRONG ON SYSTEM 
Carbon Paper 
At ertain coal mine down in New Mexico Blur Knot Typewriter Ribbons 











the superintendent was greatly annoyed from ~ Out peeee ema roduct 
ime to time by employees moving int and out that oes baum poeta tee ont. 
ot the ‘ mpany s houses without due notifica- r ; vor ne 
tion of their frequent changes of nicile. It | : rs Grade A, 

came quite impossible to keep the rent ac- $4.00. 

ints straight on the office books, and finally =" 
the superintendent, in his exasperation, resolved 

pon stringent measures He therefov' posted 
the following notice which is give! erbatim— | , eves bad oF 

thography, syntax ar money back. 

Blur-Knot Ribbon, copy or record, any color; Grade A § 
| hand made, $9.00 per doz. Grade B, machine made, $7.00 
per doz. 

: Rs BLUR-KNOT CARBON CO., Rochester, N. Y. 

) i ai pit = 
uney Pers vr Persons that Mooves : , 
into A house Without My Consent : CHICAGO STATIONERS’ BANQUET. 
shall be Put out Without anney Cem- : The fourth annual dinner of the Chicago Sta- 
mony. ; m {ioners’ Association at the Grand Pacific Hotel, 

Dam it i Must and Will have some : January 13, proved a grand success and many 
Sistom. — | out-of-town stationers joined their Chicago 
Signed Hen FILster. brothers in the feast. 


Two hundred and thirty-one guests sat down 
to a very enjoyable dinner and were well enter- 
Exchange. | tained. 
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The more you study all makes of typewriters— 


the closer you compare them—point for point— 
construction, as well as ability to DO— 
the better you'll like the 


Hammond Typewriter 


—and you'll also learn that if a 
man who spoke and wrote every 
recognized language on earth 
wanted to use a typewriter to 
express his thoughts that there 
is only ONE. machine which 
would accommodate him —and 


that is THE 


HAMMOND 





The Hammond Typewriter 


stands for more in writing machine art than so many pieces of pol- 
ished metal. bent and twisted into certain shapes to fit certain positions. 

In building the Hammond we have always had one high am- 
bition—to build a machine of character—one capable of 
doing all that other machines do, and a little more Desides, and do it 
all better. 

In realizing this ambition we have had the advice, assistance and 
experience of the best creative and constructive mechanical genius to 
be found in the field of typewriter makers, while the good and bad 
features of all other makes have guided us in improving or overcom- 
ing all of these things. That is why 


The Hammond is a typewriter with brains, 
character and conscience = 


a typewriter for every nation and every tongue, a typewriter which, 
to the expert, is known as the highest embodiment of art in type- 


writer construction. 
“Hammond” on a writing machine means to the man who 


knows and understands typewriter making what “sterling” means 
when stamped on silver. 


Might it not pay you either as seller or user to 
investigate Hammond quality and character ? 


The Hammond Typewriter Company 


69th to 70th Streets and East River, NEW YORK CITY, N.Y. 
Representatives and branches all ober the World. 



































TEN CENTS PER LINE 
AN OF SEVEN WORDS 
MINIMUM CHARGE OF 5@ CENTS 

ee a a i a 
WANTED—Salesmen visiting wholesale and retall 
stationers to handle first-class side line. Writing 
state line represented, territory covered Libera! 
inducements to good men Address EMPIRE, care 


OFFICE APPLIANCES, Republic building, Chicago 2-06 


WANTED—WIiIll pay 15 cents a copy for any num- 
ber of copies of the November issue of Orrice APPLI- 
ANCES. Send same to Oil Saving Machine Co., 209 
State St., Chicago 


WANTED—A good general typewriter repairer; one 
familiar with all leading makes of machines. Cash 
Typewriter Exchange, 616 Perry Bldg., Philadelphia, 
Pa. 

FOR SALE—The “G-! thumb shift patents, for 
the “thumb shift’ used in “touch typewriting” for all 
shift-key machines For further information write 
to Plummer Typewriter Exchange, Bridgeport, Conn 

WANTED—Typewriter repairmen, typewriter sales 
men and others of the typewriter fraternity to take 


an opportunity of winning the handsome “loving cup” 
costs you nothing See details elsewhere in this 
issue 


THE ADDING MACHINE MAN who has been ac- 
customed to talking “figures” ought to find it an easy 


thing to win the beautiful “loving cup” to be given 
the person guessing the admissions at the National 
Business Show. See details elsewhere. 


WANTED —Combination typewriter salesman and 
adjuster. Must understand and speak French. Good 
opening for right party New typewriter company 
Address Arch, care Orrice APPLIANCES, Republic 
Bidg., Chicago. 

WANTED—Repairman and six salesmen. None but 
the best need apply Interstate Typewriter Co., Nor 
folk, Va., representing the Stearns typewriter in Vir 
ginia. North and South Carolina 

SALESMAN AND MANAGERS WANTED by an 
old typewriter company handling a new machine. The 
best machine ever produced Therefore we want the 
best representatives, and are willing to pay the best 
prices. Full particulars to New Machine, care OFFrIce 
APPLIANCES, Republic Bldg., Chicago 


HOW MANY TYPEWRITER REPAIRMEN ARB 
THERE in the U. S.? We are getting up a Repair 
men’s Directory. Send in your name and addresses 
boys, and when completed you can secure a copy of 
the directory at cost. Send names to “TYPEWRITER 
—— 609 Postal Telegraph building, Chi 
cago. ° 


MANUFACTURERS of Office Appliances and Mod 
ern Business Systems who wish to open a branch 


in one of the largest and most progressive business 
centers in the southwest will find a rare opportunity 
by scdressing their inquiries to K. C. M. O., care 
Orvice APPLIANCES. Chicago 

INCORPORATIONS. 

ASSOCIATED SALES AGENCY, THE (N. Y.). Sta 
tionery, ete. $50,000 Lincoln Clark, Wright R. 
Baker of New York, and John E. King, of Passaic, 
N. J 


BREWER’'S DUPLIGRAPH CHECK CO. (N. ¥ 
Printing. publishing and to operate news syndicates 
$5,000. William S. Brewer, D. B. Sanneman, Joseph 
P. Stevens, of New York 

AUTOMATIC SCALE CO, THE (Ills.) $25,000 
Fk. R. Davis, John-W. Ford and Louis Flacks 

BALDWIN RECORDING ADDER CO (N » 
$16,000. F. S. Baldwin, J. R. Bennett and Merril! 
Watson 

DRAUGHTING AND DUPLICATING COMPANY 
(N. Y.). $1,000. C. H. Barthoef, G. W. Force and 
George Schofield 

ENTERPRISE ADDRESSING CO., THE Mo 
$20,000. Printing and publishing. Alex. W. Burrow, 
Thomas N. Manley and others, of St. Louis 

FACSIMILE TYVEWRITING WORKS (Wis.). Man 
ufacture and deal in inks and duplicators. $15,000 
Frank E. Koeneke, Carroll W. Smith and Hubert 
Toussaint, of Milwaukee 

MANLY OFFICE SUPPLY CO., THE (0. T.) 
$5,000. Homer E. Manly, Grace Manly and Effie 
Manly. of Oklahoma City 

N. M. MINNIX COMPANY (Va.). Manufacture 
sell and exchange typewriters, office furniture and 
supplies. N. M. Minnix and E. S. Emery, of Rosslyn 
Va 
OFFICE SUPPLY COMPANY, THE (N. Y.) Ww 
H. Rowe, Jr., John J. Johnson, F. C. Willis and W 
E. Congdon. 

PERRY TYPEWRITER COMPANY, THE (N. J 
Manufacture typewriters. $100,000. George H. Ber 
der. Amy G. Balcom, of Norwalk, Conn.; Catherine H 
Fuller, Elmira, N. Y¥ and Harry R. Carpenter, of 
Ridgefield Park, N. J 

PORTLAND TYPEWRITER EXCHANGE (Me 
$10,000 J. H. Lord and D. Chamberlain, of Port 
land 

UNITED CARBON & RIBBON CO. (IIL) $2,100 
Stationery supplies. William N. Cottrell, E. T. Mar 
tin. F. P. Sadler, of Chicago. 

UTAH TYPEWRITER EXCHANGE CO., THE 
(Utah) $6,000. W. W. Bacon. Ella R. Bacon, F. P 
Stewart. Lamoni Stewart and F. A. Timby, of Salt 
Lake City 

WEILER CASH REGISTER CO., THE (N. Y.). 
Manufacture cash registers $25,000. Clarence D 
Kerr, Englewood, N. J.: Arthur A. Palmer, Montclair 
N. J.. and David Paine. of New York. 

WRITING IN SIGHT CO. (Ga.). $50,000 Sel? 
typewriters and supplies M. M. Turner, Hubert I 
Culbertson and W. B. Willingham, of Atlanta, Ga 
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” The Comptometer 


: SWEEPS THE BOARDS in the 
NEW YORK SPEED AND ACCURACY CONTESTS 


at Madison Square Garden Office Appliance and Business System Show. The swiftest 
and most accurate adders in the world break all previous official records for speed and 
accuracy in addition and multiplication. 

Chere were two classes of contests; those open to adding-listing machines only, and those open to all classes of machines. 
The Comptometer won every contest open to all classes of machines, there being nine American and three European 





makes on exhibition, 
Here are some of the records made on the Comptometer in the contests open to all machines. No record equaling even the 
slowest of the following was made on any make of machine other than the Comptometer: 


CHECK ADDING CONTEST. MULTIPLICATION CONTEST. 


Adding the amounts on 500 Department Store checks. Performing Twenty-five large Multiplications. 
Miss May MAuEeR, of the C., B. & Q. Ry. ¢ Chicago, 4 Min. 19 Sec aly é—Miss THEA SWANSON, of Swift & Co., Chicago, - - amin. § sec. 
Miss MAE BARCLAY, of the Ill. Central R. R., Chicago, - 4m = i prize—Miss Cecetia M. ENGEL, of Western Electric Co., N. Y., 2 min. 18 sec. 
M Ee Crow, of the I Central R. R., Chicage - 40 25 sx , . on : 
M4 SNEVIEVE GREEN. of Mars Ficld & Co., Chicago, 4 1 an se Miss CAROLYN L. SCHEER, of Western Electric Co., N. Y.,2 min. 32 sec. 
M 1£A SWANSON, of Swift & ¢ c ig $n 43 sec Miss MAE BARCLAY, of Ill. Central R. R., Chicago, ~ ~ 2 min. 3§ sec. 
M ANNA M.O'CALLAHAN, Jordan Marsh & ¢ Bost 45 


Every one absolutely correct and every one using the Comptometer. Every one absolutely correct and every one using the Comptometer. 
WHEN YOU BUY AN ADDING OR CALCULATING MACHINE, GET THE ONE THAT IS GOOD ALL AROUND. 


You can get a good adding machine for $300 or $400, and a good multiplying and dividing machine for about $250, but the 
iding machine will not be as good for adding, nor will the multiplying machine be as good for multiplying as is the Comptometer, 


aqqaing 


. ° » ’ 
which is twice as rapid and more convenient to use than either of the others in its own field. Yet the Comptometer costs only a 


fraction as much. The Comptometer is as universal in its practical and time-saving application as the science of arithmetic itself. 
SOME REPEAT ORDERS. WHY DID THEY BUY MORE? 
US vy Department q af s ; ittsburgh, Pa, 55 American Bridge Co., Pittsburgh, Pa., . 17 Metropolitan Life Co., New York. . . 23 
ee - / x LR ( Ch cas ai he -- w. Panton a ; b - ttver & . Co., 43 Western Electric ¢ N.Y. & Chicago, 45 Simmons Hardware Co., St. Louis, Mo., 22 


Quincy R.R.Co., 4] Prudential Insurance C Newark, N. J. 23 N. Y. Shipbuilding Co,, Camden, N. J., 
IT IS YOUR NEXT MOVE 


FELT & TARRANT MEG, CO. 52 to 56 Illinois Street, Chicago. 


CALL AND SEE OUR EXHIBIT, BOOTH 71, AT THE NEXT BEFICE APPLIANCE SHOW, COLISEUM, CHICAGO, MARCH 17 TO 24, 1906 : 


W anamak N. Y. and Phila., 50 igo, Burlington & 























Egry Register Business Systems 


@ Offer great advantages over other methods in every 
department of business. q Eliminating the element of 
error; producing despatch to work; offering covenience 


in operation and filing. 


Reduce Time and Labor One-third 
and Cost of Maintenance One-half 





BECAUSE at one writing we issue three or more copies of a document. 
The Egry Register Systems are easily and perfectly adapted to BECAUSE our method guarantees clear, legible copies at all times. 
Every Department of Business _ BECAI st it re ig to a minimum all chance for error and any discrepancy 
a ¥ = can be instantly located 
ay R, ae ee me Der ee BECAUSE there is no handling of carbons with the consequent soiling of hands 
. Sugge sis and paper 
p ( City Delivers BECAUSE there is no tinual changing of stationery. 
Factory Reports BECAUSE there are 1 ks in transit, no unnecessary rewriting, no loss of 

S Sweste - Operator Records time in oy g 
[ these systems ime tf c idapte 1 to mur C Lie I i I omical their operation. We will render you this 

ynly asking you to give parti irs of your system i w using. Such an explanation of your present 


to make our ini t pe I to your re 


Business System Department Factory and Home Office, DAYTON, OHIO, U.S.A. 
The Egry Autographic Register Co. __ New York Office, 377 Broadway. 
SALESMEN WANTED. (oo OR soo THE ECRY AUTOGRAPHIC. REGISTER CO. Dayton, Oia 




















g Hous h Pl., Chicago, Tl. 
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WHEREVER 


International Time Recorders 
ARE USED 


Because they make it possible to 
Know the exact cost of labor 





They stop tardiness, prevent idling between and loafing on jobs, enforce diligence, 
create friendly rivalry between workmen, increase the output, decrease the cost, stop 
the leaks, swell the protits and put the workshop on a systematic economical basis. 


Our International Rochester Card System 


for time keeping makes each man his own time keeper, does away with disputes, 
lessens the work of the payroll keeper and paymaster, saves time, labor and money 


in shop and office, pays for the equipment out of the money it saves within a | 


few months and then earns money for you for a business lifetime. 


In Cost-keeping, It Saves Thousands of Dollars Annually 


by compelling workmen to record on a card in sain print the exact time ajob 7 
is begun and ended, thus doing away with the pencil record which can be man- |) 


ipulated or changed. It forces the foreman to plan 
his work ahead and puts an end to guess work in the pox 
shop, giving the exact cost of each piece produced. . 
You need our booklets on time keeping, payroll keep- 
ing, cost keeping and office economies. Write for them 


now. They are worth money to you and may be had 
for Six Cents. 


International Time Recording Co. 


181 Water Street, BINGHAMTON, N. Y. 





Sales offices in all principal cities. We cut the cost, you get the profit. Our Latest Improved Card Recorder 
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